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The Chart below gives a picture of subscribers which are 
arranged in four groups. Since the better men tend to 
reply to a straw vote questionnaire, these figures may be 
off 2%, perhaps 5%; say they are off 10% if you want to, 
they still indicate that the best men in the business are 
using this Loose-leaf Monthly Selling Service. 


Percentage Average 
of Total Produc. Average 
Subscribers tion Policy 


Group I 
Less than 
$100,000 15% $ 59,627 $2,332 
Group Il 
$100,000 to 
$150,000 
Group Ill 
$150,000 to 
$250,000 
Group IV 
Over 
$250,000 


26% 124,337 2,790 


36% 190,377 = 3,159 


85% of subscribers 
$197,000 average production 


23% 289,783 7,109 


Averages $166,031 $3,84714, 3914 


Length of Time in the Business 


15% have been in Life Insurance less than 2 years 
20% have been in Life Insurance 2 to 5 years 
23% have been in Life Insurance 5 to 10 years 
42% have been in Life Insurance 10 years and over 


ute e | DEC ’ 10 
“The “Cream of the Business,” the Backboré 


of the Agency System, are Using the l | i 


ABCNTS SERVICE 


85% of Subscribers to This Service 
Have Been in the Business Two 


Years and Over and Average 
$197,000 of Paid-for Business 


HOW DO THESE “TOP” MEN USE THE SERVICE? 


(1) As a source of new selling ideas, (2) as a help in 
unusual cases, (3) as a Reference Work for general in- 
formation and (4) as a stimulator or personal motivator. 


DO NEW IDEAS LEAD TO AN IMMEDIATE PROFIT? 


The answer is emphatically “Yes”. More than five thou- 
sand subscribers have written at one time or another dur- 
ing the past two years and many state that they have closed 
at least one sale and others say that ideas taken from the 
Service have helped them to close 10, 20 and 30 cases. 
Excerpts from these enthusiastic statements have 
been printed in a booklet “Subscribers Say”. If you 
are now writing $100,000 or more, or if you are a 
Manager or Supervisor send a penny post card for this 
free booklet. 
Don’t deprive yourself of the Agent’s Service on the 
general proposition that no printed matter will help 
because it will, you know it will, and by 
their own words, it is now helping many of the best 
Agents, Supervisors and Managers in the business. 
GOOD men make GOOD money with GOOD ideas. 
Good NEW ideas will help YOU to make more money 
and make it easier. 


38% of subscribers are Managers, General Agents, Super- 
intendents, Supervisors or District Managers. These sub- 
scribers use the Service (1) in preparing for Agency 
Meetings, (2) training the new man, (3) directing the 
study of older men aan (4) in answering questions, develop- 
ing sales talks, etc. Study Guides furnished with each 
subject make the Service easy to use . . . 3 volumes, 900 
pages, 14 subjects, brief, concise, indexed. 


SUBSCRIPTION RATE: $7.00 with order and $1.00 a month for eleven months, or 


$15.00 cash. Service guaranteed for 30 days . . 


. money returned if not satisfied. 


THE D. L. B. AGENT’S SERVICE 


420 EAST FOURTH STREET 


CINCINNATI, OHIO 
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A BIG LITTLE AGENCY 


In this series of advertisements dedicated to 
Provident Mutual general agencies we have 
very naturally concentrated on big agencies. 


In this advertisement we pay tribute to a big 
little agency, which is growing in power and 
importance—the Portland, Oregon, Agency un- 
der Dudley F. “Dud” Clark. 


The past few years have shown great progress 
in this agency. In 1937 business increased 49%. 
Last year it increased 36% and the agency led 
all agencies of its group in percentage of quota. 
This year it continues the upward march. 


Nor are all gains limited to volume statistics. 
The lapse rate is low: the average policy high. 
Gain in insurance in force is 20% above quota 
this year. One Portland agent became ‘‘Man of 
the Month’ a short time ago by leading all 
agents of the Company. 


Congratulations to a “little” agency which is 
growing up quite soundly. 


PROVIDENT MUTUAL 


Lire INSURANCE COMPANY OF PHILADELPHIA 
Pennsylvania @ Founded 1865 








aS ANOTHER YULETIDE 


ran 
JING 3 dial wish that Christmas 







I approaches, it 18 our .cor- 
and the coming year may bring to 
the advertisers, readers, and pub- 
lishers of this journal generous ful- 
fillment of their hopes for happiness 


and good fortune. 


Ch ay 
VIR GUNA 


Established 1871 RICHMOND 
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SEC Now Gives 
Attention to 
Failed Companies 


Federal Reserve Life 
Transactions Are Probed 
at Hearing This Week 


WASHINGTON—Failure of Federal 
Reserve Life of Kansas City, Kan., 
which Occidental Life reinsured in 1936, 
is scheduled to occupy the two days of 
hearings which the Temporary Na- 
tional Economic Committee’s insurance 
subcommittee’ will conduct this week. 
Other failed companies will be taken up 
the latter part of next week and the last 
few days of the following week. 

Contrary to the usual procedure of 
the Securities & Exchange Commission 
in presenting material to the TNEC at 
life insurance hearings, no SEC experts 
will go on the stand to outline the gen- 
eral picture and give a statistical an- 
alysis. Witnesses will all be former of- 
ficers of Federal Reserve or others hav- 
ing first hand information about the 
company’s organization, operation, and 
subsequent failure. As to other insur- 
ance hearings, Gerhard Gesell, SEC spe- 
cial counsel will conduct the examina- 
tion of witnesses. 


No Slurs on States 


While the part played by the Kansas 

department in connection with Federal 
Reserve’s operations will be brought out 
in the presentation, it was denied at 
SEC headquarters that there will be any 
special effort to use the case as a means 
of discrediting state supervision of in- 
surance. 
_ The Federal Reserve’s failure and re- 
insurance with a 50 percent lien fol- 
lowed a career which was far from 
serene. There were numerous changes 
in management and the company was 
for some time a financial football. Even 
in the thriving year of 1929 Best’s re- 
ports gave the company a rating of 
only “fair.” In order to understand the 
Federal Reserve’s setup it is necessary 
to follow out each of the numerous 
strands in a typical holding company 
maze. One of the personalities involved 
was Massey Wilson of Missouri State 
Life fame. 


Organized in 1919 


Organized in 1919, Federal Reserve 
had a $100,000 paid in capital which 
within two years was raised to $200,000 
and in 1923 to $300,000. In 1935, W. W. 
Holloway, a policyholder who was also 
a stockholder, since the company’s busi- 
ness was largely sold on a stock with 
Policy plan, brought suit against Fed- 
eral Reserve, charging fraud, misman- 
agement and insolvency. The next year 
Federal Judge Pollock in Kansas City, 

ans., appointed former Kansas Insur- 
ance Commissioner W. R. Baker tem- 
porary receiver and a month later the 
court approved a management reinsur- 

(CONTINUED ON PAGE 12) 








Heads of 2 Agency Bodies 
Eschew F'ederal Moves 


Sidney Smith, in Address- 
ing Commissioners, Con- 
demns Tactics of SEC 


EDGEWATER PARK, MISS.— 
The tactics employed by the monopoly 
committee in its investigation of insur- 
ance were condemned by Sidney O. 
Smith of Gainesville, Ga., president of 
the National Association of Insurance 
Agents, in addressing the mid-winter 
meeting here of the National Associa- 
tion of Insurance Commissioners. 

“Certain inquisitors of the federal 
government,” Mr. Smith asserted, “have 
adopted tactics to smear an honorable 
institution with a stick of tar, unwar- 
rantedly shaking the confidence of pol- 
icyholders and the investing public.” 


Criticizes the Questionnaire 


The questionnaire that the individual 
insurance commissioners have received 
from the monopoly committee, accord- 
ing to Mr. Smith, “by implication and 
indirection suggest both the error and 
failure of- state regulation.” 

“We recognize freely that insurance 
is more than ever impressed with a real 
public necessity and that while state 
regulation concedes its imperfections, a 
concentration of political and economic 
power in a nation devoted to demo- 
cratic processes has yet to prove its 
superiority or permanence. We agents 
feel we have a citizen interest in state 


sovereignty, home rule and local self | 


government and we shall resist with 
others the rising threat of federal in- 
vasion. 

“Our National association deplores 
the lack of uniformity in the insurance 
laws of the states, but we cannot en- 
vision one impersonal, insensitve cen- 
ter of power and regulation as_ best 
adopted for the varying conditions in 
48 sovereign states. The government by 
the state is an intimate government, 
habituated and responsive to the needs 
and desires of a free people. There- 
fore, in whatever voluntary response 
you see fit to make to the questionnaire 
furnished you, there is behind you a 
dignity of office with which the citi- 
zens of your states have invested you.” 

Mr. Smith referred to the recent re- 
assuring statement of Senator O’Ma- 
honey of Wyoming, who is chairman 
of the TNEC. Mr. Smith expressed the 
hope that O’Mahoney’s statement will 
serve as a deterrent “to that other 
school of thought in Washington that 
any citizen discovered with an honest 
profit in his pocket must be an enemy 
of the government.” 

The National Association of Insur- 
ance Agents, he said, would like to see 
the state supervision of insurance re- 
moved from political confusion, perhaps 
with life tenure for the commissioner. 
At any rate the deputies and the staffs 
should come under civil service, he de- 
clared. 

_Mr. Smith importuned the commis- 
sioners to cooperate in setting up by 
law a higher standard of preparation-and 
capacity for local agency work. The 
competent agents, he said, ask the com- 





C. J. Zimmerman Summons 
State Officials to Resist 
U. S. Encroachment 


EDGEWATER PARK, MISS.—A 
stirring address of interest to all 
branches of insurance was made at the 
insurance commissioners convention here 
by Charles J. Zimmerman of Chicago, 
president of the National Association of 
Life Underwriters. Mr. Zimmerman 
strongly advocated a continuance of 
state’ control as opposed to federal su- 
pervision, saying that there has been no 
public demand for a change from state 
to federal control of insurance. He de- 
plored the situation to be found in most 
states under which money collected 
through insurance taxes is used to meet 
the general operating expenses of the 
state. In plain and blunt language he 
condemned those commissioners who 
have not spoken out against the attacks 
that have been made upon insurance 
from various sources. He took the defi- 
nite position that it is the duty of the 
commissioners in the interest of the pub- 
lic to speak out against unfair attacks 
against a business as large and as far 


-reaching in its influence as insurance. 


Mr. Zimmerman said in part: ' 

“One of the problems uppermost in 
the minds of the field forces is that of 
the possibility of federal control being 
substituted for or superimposed upon 
state supervision. 

“The field forces would unalterably 
oppose the invasion of the federal gov- 


'ernment in the field of life insurance 
' control. 


We feel that there has already 
been too much centralization of author- 
ity in Washington, with a subsequent 
weakening of state’s rights. This is, in 
itself, directly contrary to our concept of 
democracy. 


States Localize Trouble 


“We believe that supervision by able 
and impartial bodies as represented by 
the various state insurance departments 
is much more effective than would be 
supervision by one centralized authority. 
If one of these state supervisory bodies 
should temporarily break down, at least 
the problem would be localized and con- 
fined to that particular state rather than 
being spread through all the states, as 
would be the case should there be a 
breakdown in federal supervision. It is 

(CONTINUED ON PAGE 10) 











missioners to protect them from unfair 
competition that tends to drive out of 
the business the younger, skilled and 
desirable man-power that is needed. A 
better type of salesmanship, he declared, 
will spread increased benefits of protec- 
tion and create a wider and better public 
respect. 

“If we do not join continually and 
unremittingly in honest self appraisal 


and ever maintain the initiative in sound | 


and orderly regulation, public sentiment 
will mete out the needed reforms as 
the people see fit and no barriers against 
a strong public demand have ever for 
long been successfully maintained.” 








Commissioners 


Meet with Nervous 
Eye on SEC Quiz 


Absorbing Topic at Mid- 
Winter Rally Is Sinister 
Washington Shadow 


By C. M. CARTWRIGHT 


EDGEWATER PARK, MISS.— 
The midyear meeting of the National 
Association of Insurance Commission- 
ers drew so large attendance that the 
Edgewater Gulf Hotel could not ac- 
commodate all comers. Hence the over- 
flow had to be taken care of at Gulf- 
port, more than six miles away. 

Commissioner Williams of Missis- 
sippi, chairman of the executive com- 
mittee, has been at the hotel since 
Thursday of last week working with 
the management in assigning rooms 
and arranging for the Gulfport over- 
flow. There was a sprinkling of guests 
Monday and Tuesday, the large dele- 
gations arriving Wednesday. 

Sullivan of Washington came Monday 
in fair shape after his serious automo- 
bile accident confining him in a Tacoma 
hospital for some time. He was over- 
come by monoxide gas in his car, hav- 
ing no windows open. 

Palmer of Illinois arrived Monday 
and immediately sought the golf course. 
Justice of West Virginia came Tuesday. 


Weather Is Excellent 


The weather “is magnificent, this 
region being on its best behavior with 
blue sky and bright sun. 

The major topic of conversation 
among the commissioners is the activ- 
ity of SEC in investigating insurance 
and incidentally challenging state su- 
pervision. The commissioners see a 
sinister threat in the proceedings, be- 
lieving that the object is to bring about 
federal supervision. 

The state officials received the ques- 
tionnaire from the SEC and in their 
opinion the inquiries are so phrased as 
to discredit state supervision or at least 
reveal its supposed weaknesses. In 
spite of the statement of Senator 
O’Mahoney of Wyoming, chairman of 
the investigating committee, that there 
is no thought of injecting the federal 
government into this picture, the com- 
missioners declare that some of those 
prominent in the inquisition think other- 
wise. 


See Ultimate Objective 
Federal supervision and control is the 


1 first step the state officials charge. Next 


the federal gove¥nment desires to regu- 
late all sources of credit and hence 
seeks to handle the insurance purse 
strings. Then the program is to have 
the government engage in insurance it- 
self through the medium of the social 
security act. 
(CONTINUED ON PAGE 12) 
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Take Half of Cash 
Values for Telling 
Insured About Them 


New Type Counsellors, 
Neither Twisting Nor Revis- 
ing, Specialize in Lapses 


NEW YORK—Gouging policyholders 
50 percent for “recovering” cash values 
they hadn’t known were in their policies, 
counsellor concerns of a new type, 
neither twisting business to term nor re- 
arranging coverage on lower-premium 
forms, are springing up around the 
country. 

Using brief “spot” announcements 
over local radio stations, these outfits 
base their advertising appeal solely on 
the lure of recovering money from pol- 
icies believed valueless or at least with- 
out cash value. While it is possible that 
some of these operators, when they get 
the customer into the office, also suggest 
rearranging his existing insurance, in 
the main they are indifferent to the 
usual type of counsellor activity and 
some are entirely ignorant of it. 


Scattered Over U. S. 


Concerns of this new type are known 
to exist in New York City, Chicago, 
Philadelphia, Cincinnati, San Francisco 
and Los Angeles. In upstate New York, 
individuals in Albany and Binghamton 
have been promoting the formation of 
similar outfits. Most of them concen- 
trate in the industrial field and, while 
the average cash value in this sort of 
case is only in the neighborhood of $20, 
the business has proven sufficiently prof- 
itable to enable some of the pioneer 
operators to keep going for quite a while 
and their example has encouraged others 
to enter the field so that the same sort 
of mushroom growth may be impending, 
as was the case in the regular counsellor 
field in New York City before most of 
the shoestring operators were wiped out 
by the widespread exposures of the ob- 
jectionable features of their methods. 

Some ordinary cases are handled, but 
they are few compared with industrial. 
There are fewer ordinary policyholders 
and policies are of sufficient size that 

(CONTINUED ON LAST PAGE) 





Rejuvenation, Recruiting 
and Coaching Discussed 


LOS ANGELES—Three phases of 
agency work were discussed by mem- 
bers of the Life Supervisors Associa- 
tion before the Los Angeles Managers 
Association. 

President Eldin L. Smith of the su- 
pervisors association was program chair- 
man. He presented Robert L. Woods, 
assistant general agent Massachusetts 
Mutual Life, who talked on “Developing 
the Hidden Values in Present Agency 
Force’; Rex D. Jeffrey, agency super- 
visor Provident Mutual, on “A Super- 
visor Looks at Recruiting”; and A. J. 
Gillette, associate general agent Connec- 


‘ticut Mutual Life, on “Joint Field 


Work. 

It was decided to hold one December 
meeting, a dinner for wives on Dec. 18. 
New officers will be selected. C. E. Bell, 
New York Life; James H. Cowles, 
Provident Mutual; Harold E. Saul, John 
Hancock Mutual, Harold D. Leslie, 
Northwestern National; and Leon A. 
Soper, Phoenix Mutual, were named as 
the nominating committee. 


Must Check Decline 


The work of developing present or- 
ganizations has not shared a large 
enough percentage of our thinking and 
direction, Mr. Woods pointed out. “After 
a certain period of progress, an agent’s 
production tends to level out and even 
slip from its peak in many instances. 
Unless we take positive steps to ease the 
resulting dissatisfaction, that very dis- 
satisfaction will pull down his produc- 
tivity still further. A great deal of the 
trouble can be found in the common 
criticism made by agents that the facil- 
ities of their organization are most ac- 
cessible to outsiders. You cannot blame 
the agent when he sees you tied up, 
possibly for hours, talking to a pros- 
pective agent, when all the ‘old-timer’ 
wanted was but five or ten minutes to 
work out some problem for him or to 
confirm his thinking on that problem. 

“We're naturally prone to take for 
granted those around us. The only an- 
swer is to be on constant guard against 
that tendency by gearing ourselves and 
our agency staff to enthusiastically serve 
our present associates at all times. They 
will then overlook many of our time 
consuming activities in pursuing the nec- 
essary recruiting and training job. 

“Let us look at the opportunity for in- 
creased productivity from those already 
recruited. The difference between a 
$100,000 producer and a $250,000 pro- 
ducer can be made up by definitizing the 





$100,000 man’s sales procedure, by rais- 
ing his sights, or by simply giving him 
the encouragement and praise he is 
starving for. A great deal of care 
should be given to the division of time 
and effort between the new and old or- 
ganization so that more might be given 
to the latter. 

“The hidden values in your present 
agency force are to be found in the un- 
used capacities of each associate. We 
must delve into the man’s innermost 
being and find what he even didn’t 
know was within him and bring it out 
into the open and nurse it until it can 
bloom to a degree of fulfillment. Devel- 
oping our present agency force is a real 
challenge to our ingenuity, our resource- 
fulness and our capacity for understand- 
ing.” 

The best sources of recruits are the 
manager or assistant’s contacts, old 
agents’ contacts and the worst are news- 
paper advertisements, regardless of the 
kind, Mr. Jeffrey said. 

There are two classes of prospective 
agents—the college graduate without any 
business experience and the business 
man of from 25 to 40. “The college 
graduate can sell. It has been proved 
he can cope with business today. From 
the business men we want the best, at 
least not the failures.” 


Recruiting Methods Summarized 


Recruiting methods can be summar- 
ized as the multiple interview method, 
the rapid fire sign ’em up method, long 
negotiations, use of the adaptibility test 
and any plans of individual managers. 

“The ideal new agent is a man some- 
what like yourselves, an interesting per- 
son, one that you can be proud to asso- 
ciate with, and who will be proud of 
the business. The big problem in re- 
cruiting is to raise selection standards. 
This is the manager’s own problem. He 
determines the character of the men who 
enter the business. Poor selection of men 
results from licensing a large number in 
the hope of getting some good ones and 
by taking outstandingly unsuccessful 
men now in the business who go from 
company to company. : 

“The training of a new man is an 
educational process,” Mr. Gillette said. 
“We are dealing with four fundamentals: 
Inculcation of useful knowledge, devel- 
opment of practical skills, creation of 
right attitudes and building effective 
habits. We must keep in mind that such 

(CONTINUED ON LAST PAGE) 
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Favors Independent 
Realtors for 
Appraisal Work 


J. M. McCormack Outlines 
Preferred Procedure in 
Addressing Commissioners 


EDGEWATER PARK, MISS.—In- 

dependent real estate men should be 
employed to make appraisals by life 
companies, in the investigation of the 
desirability of real estate mortgage loans, 
according to James M. McCormack of 
Tennessee, who addressed the meeting 
of the National Association of Insurance 
Commissioners here. This is the most 
conservative practice, he contended, and 
is the one that is used by most of the life 
companies. It is preferable to having 
appraisals made by salaried representa- 
tives or by the regularly appointed loan 
correspondents of the insurer. 
_ The loan correspondent is in the po- 
sition of making an appraisal in con- 
nection with a loan in which he has 
a financial interest, according to Mr. 
McCormack and the salaried representa- 
tive may be tempted to “pad” an ap- 
praisal because he may feel instinctively 
that the loan is a good one despite the 
fact that an unretouched appraisal re- 
port may make the prospect less in- 
teresting. 


Factors to Guard Against 


The companies, he said, should avoid 
appointing real estate men who make 
loans for other insurance companies, 
those who have the reputation of being 
particularly bullish and the appraiser 
should have no financial interest directly 
or indirectly in real estate developments 
in the community. 

Usually it is advisable to appoint an 
appraiser for each particular type of 
property. One appraiser may be com- 
petent to judge commercial properties 
but may not be well posted on farm 
values, for example. 

At least one alternate appraiser should 
be approved in each community in the 
event the first choice is not available 


‘and also to make a second appraisal in 


connection with larger loans. 

Most companies, according to Mr. 
McCormack, keep their approved ap- 
praisers entirely independent of the loan 
correspondent. Corrupt practices, he 
said, developed in connection with the 
relationship of loan correspondents and 
independent appraisers. 

Life companies, he said, should make 
an intelligent survey of each city before 
that city is approved for real estate 
loans. Periodic trips should be made by 
representatives of the investment de- 
partment of the company to check and 
discuss appraisals. 


How to Size Up a City 

Mr. McCormack outlined some of the 
points that.should be developed in judg- 
ing the desirability of a particular city 
as a field for making loans. These 
points included: General business condi- 
tions, past experience of lending compa- 
nies, economic stability, construction 
costs, labor conditions, amount of desir- 
able building sites, percentage of owner- 
occupied homes, percentage of vacant 
residential properties, residential rental 
scale, tax situation. 

In regard to the particular property, 
Mr. McCormack suggested that these 
points should be taken into considera- 
tion: Character of district, type of build- 
ing compared with other houses in the 
neighborhood, distance and direction 
from center of city, distance and direc- 
tion from nearest cross street, distance 

(CONTINUED ON PAGBH 13) 
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U.S. Claims Court 
Modifies Ruling 
in Bailey Case 


Orders Tax on Proceeds 
Remitted with 6 Percent 
Interest on Rehearing 


The famous Bailey case in which 
proceeds of life insurance over the $40,- 
000 exemption were held to be subject 
to federal estate tax even though the 
insured had divested himself of all the 
incidents of ownership has just been 
modified in an important particular by 
the U. S. Court of Claims at Wash- 
ington. The court held on rehearing 
that since the wife paid premiums on 
the policy they were assigned to her, a 
fact not disclosed originally, the pro- 
ceeds were not a part of Bailey’s estate, 
and all over $40,000 was exempt. 

The court ordered the tax that was 


collected be refunded plus 6 percent 
interest. 


Resume of Famous Case 


Until last May it was accepted prac- 
tice that insurance in which the insured 
possessed no legal incidents of owner- 
ship was not taxable, regardless of 
amount. Then the U. S. Court of Claims 
in the Bailey case ruled that insurance 
in excess of $40,000 may be taxed even 
though the insured had relinquished all 
legal incidents of ownership. 

Bailey had assigned the life insurance 
to his wife. The tax commissioner, 
however, held that it was still his life 
insurance and was a part of his estate, 
and thus taxable. The comniissioner 
reasoned that the policies were secured 
by Bailey on his own life, and thus 
were his no matter what the professed 
Status. 


Court’s Earlier Stand 


In its earlier decision the Court of 

Claims made no mention of this theory 
of the commissioner’s, but stressed that 
Bailey continued to pay the premiums 
and that the policies were worth more 
a when they were assigned to his 
wife. 
_ The estate filed a petition for rehear- 
ing, claiming that the court did not have 
all the facts, since the wife had paid 
the premiums ever since the policies 
were assigned to her. It was upon this 
showing of fact that the claims court in 
its current decision found the proceeds 
not taxable. 

It is emphasized by tax authorities, 
however, that this latest ruling does not 
change the effect of the original Bailey 
ruling that if the insured pays the pre- 
miums the proceeds over $40,000 are 
taxable. 


THREAT IS VANISHING 


“Estate & Tax News” of the Harris 
Trust & Savings Bank of Chicago states 
that recent developments indicate that 
the disquieting decision of the United 
States court of claims in the Bailey case 
is not likely to prevail. That decision 
held that insurance in excess of $40,- 
000,000 may be taxed even though the 
insured had relinquished all incidents 
of ownership. Following that decision 
there has been much uncertainty as to 
what insurance is subject to federal es- 
tate tax. Now, according to this publi- 
cation, confusion appears to be clearing. 
_ “In one recent case, the insured as- 
signed certain life insurance policies 
upon his own life to a trustee for the 
benefit of his three children,” Estate & 











Buford Heads 
Shenandoah Lite 


Paul C. Buford was elected president 
of Shenandoah Life of Roanoke, Va., 
this week succeeding E. Lee Trinkle, 
former governor of Virginia, who died 
suddenly Nov. 25. In a reorganization 
of the company effected recently, Mr. 
Buford, a prominent attorney of Roa- 
noke, was named chairman of the board, 
a newly created position. He remains 
a member of the board. 

He is especially well known in finan- 
cial circles in Roanoke, having served 
as attorney for banks of that city. 











Tax News states. “Some of the policies 
had been taken out prior to the enact- 
ment of the estate tax law; others after. 
The board of tax appeals held that none 
of the proceeds of these policies, al- 
though exceeding $40,000, was subject 
to federal estate tax. In another recent 
case, the insured, prior to death, had 
named the beneficiary of certain life in- 
surance policies irrevocably. Thereafter 
he had no right to the cash surrender 
value of the policy and could not exer- 
cise any other right or option without 
the consent of the beneficiary. The 
proceeds were held not taxable. 

_“The commissioner has now announced 
his acquiescence in the above two cases. 
At the same time, he revoked a prior 
nonacquiescence in the Blacksher case. 
This announcement is highly significant. 
It indicates that the commissioner is 
returning to the rule announced by the 
regulations, and that he will no longer 
try to tax insurance proceeds where 
the insured did not possess any of the 
legal incidents of ownership.” 





The Excelsior Life of Toronto has 
made application for a Dominion charter. 
The present company holds an Ontario 
charter. 





Declaratory Decrees 
May Clarify Status 


Gets Authorities Help 
in Litigating Agents’ 
Role Under Job Insurance 


NEW YORK-—Suits for declaratory 
judgment appear to be the most favor- 
able and speedy method of determining 
whether agents paid solely by commis- 
sion are employes under various state 
unemployment insurance laws. In nearly 
a dozen states legislatures have specif- 
ically exempted such agents, but else- 
where, where the question is open to 
interpretation by the state unemploy- 
ment insurance boards, the latter tend to 
declare all agents to be under the law 
if there appears to be even the slightest 
basis for it. 

While it is natural for these boards 
to take a tough rather than lenient atti- 
tude toward all claims for exemption, 
they often realize their decisions on life 
agents are on pretty shaky ground and 
are quite receptive to getting a court in- 
terpretation of the law. A _ suit for 
declaratory judgment, brought by a life 
company before there is any question of 
violating the statute, can under these 
circumstances proceed in an atmosphere 
of objective inquiry. 


Better Than Test Cases 


However, if litigation is based on a 
violation, even if it is known that the 
violation was merely to test the law’s 
scope, state boards are likely to be hos- 
tile rather than cooperative. It is anal- 
ogous to a motorist’s attempting to clear 
up a confusing point in the traffic law: 
He will get a more cordial type of 
cooperation from the police by getting 
an opinion first rather than violating 

(CONTINUED ON PAGE 13) 








the insurance. 


entitled to some money. 


located and paid. 
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“lost policyholders. 


postmaster. 
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WILLIAM H. KINGSLEY 
Chairman of the Board 





A Lost Mail Carrier 


Back in 1887 a laundry manager in Buffalo was issued 
$2,000 of Ordinary Life, at age 27. After paying premiums 
for four years, he stopped paying premiums, forgot all about 


But the Company did not forget. We noted down that 
upon his death, or when he reached age 80, he would be 


On November 28, 1939, our records indicated that if 
living he would be aged 80. But he had long since lost touch 
with the Company. A search was started through the Buffalo 
city directory. A doctor of the same surname thought he had 
once known a mail carrier of that name. The postmaster of 
Buffalo helped, and the lost policyholder was located living 
in New York City. On his 80th birthday he was presented 
with an unexpected check for $155. 


In the 49 years since he had lapsed the insurance, he 
had become a mail carrier, had served 36 years, had been 
retired at age 70. And at age 80, in another city, he was 


All the life companies are carrying on daily searches for 
In this case the search was made easy 
by the doctor with a good memory and by a cooperative 
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THE PENN MUTUAL LIFE INSURANCE CO. 


INDEPENDENCE SQUARE, PHILADELPHIA 


JOHN A. STEVENSON 
President 




















Charles E. Becker 
Becomes President 
of Franklin Life 


Texas Insurance Leader 
Acquires Large Interest in 
Illinois Company 


Charles E. Becker, president of Great 
American Life of San Antonio, has ac- 
quired a substantial interest in Franklin 
Life of Springfield, Ill.. and he has been 
elected president of the latter company. 
Henry Merriam, who has been the 
president, becomes chairman. Henry 
Abels continues as vice-president and 
Claude A. Welles, a real estate man of 
Chicago, is added as a vice-president. 
Mr. Welles was for 21 years with Mar- 
shall, Field & Co., Chicago. 


Is Resourceful Executive 


Mr. Becker, who is an exceptionally 
resourceful life insurance executive, has 
been negotiating for the purchase of 
Franklin Life for nearly a year. Under 
his administration during the past 10 
years Great American Life has made 
sharp gains which are especially con- 
spicuous because the period has been 
one when growth in insurance in force 
generally has been depressed. Great 
American Life now has surplus to pol- 
icyholders of about $1,250,000 with 
almost $40,000,000 business in force. 

Mr. Becker has surrounded himself 
with a strong executive staff, mainly of 
younger men, and he has gotten on an 
intimate friendly basis with the agency 
organization. He is a close student of 
the financial aspects of the operations 
as well. When he first became presi- 
dent of Great American he was credited 
with being the youngest president of a 
life insurance company in the country. 


Anticipate Aggressive Policy 


It is anticipated that under the Becker 
administration Franklin Life will pursue 
a much more aggressive agency policy. 
Franklin Life has a large share of its 
business and interests in Texas and Mr. 
Becker is particularly equipped to en- 
hance its work there. 

The announcement states that Frank- 
lin Life and Great American Life will 
be managed independently. Mr. Becker 
states that he has not vet decided whether 
he will remove his residence to Spring- 
field. Mr. and Mrs. Becker are in 
Springfield this week and they intend 
to go to New York next week for the 
Life Presidents meeting. Mrs. Becker 
takes an active practical interest in in- 
surance affairs and she keeps in close 
touch with the agents and their wives. 

Franklin Life is one of the substan- 
tial and respected institutions of the 
country. It is credited with being the 
oldest company originally chartered and 
continuously operated under the Illinois 
laws. 


Financial Statement 


As of Dec. 31, 1938, Franklin Life 
had assets $37,503,496, the principal 
items being cash, $829,147; government 
bonds $3,261,790; municipals, $2,088,605; 
railroad bonds, $625,744; public utility 
bonds, $5,204,011; other bonds, $935,470; 
farm mortgages, $4,448,869; other mort- 
gages, $3,819,040; real estate, $7,289,- 
303; policy loans, $7,109,107. Policy re- 
serves amount to $32,267,180. Capital 
is $250,000 and net surplus $1,035,364. 
Total income was $6,753,991 and total 
disbursements $4,844,47. New business 
paid for was $18,975,222 and insurance 
in force $175,108,383. The interest yield 
was 3.37 percent mortality ratio 55.3. 
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Concentration Plan 
in Washington, D.C., 
Dangerous Trend 


G. W. Funk Points Out 
Government Seeks to 
Engage in Insurance 


NORFOLK, NEB.—G. W. Funk of 
Chicago, who is superintendent of agents 
of the Great American Fire group, spoke 
here this week before the mid-year meet- 
ing of the Nebraska Association of In- 
surance Agents, reexamining the funda- 
mental principles of the present scheme 
of government to see whither the coun- 
try is drifting. His address constitutes 
one of the outstanding documents of the 
year. He called attention to the fact that 
there has been a constant pressure in re- 
cent years for increasing the powers and 
responsibilities of federal government. It 
has been gradual and the results have 
been procured by piece meal. Mr. Funk 
said that the tendency to increase the 
powers of central government has re- 
sulted in a consequent impairment of lo- 
cal self government and_ individual 
rights. 


Proprietary Corporations 


Proprietary corporations were found 
to be convenient agencies of the govern- 
ment in the exercise of war powers. 
Through this corporate action, he said 
the government was led into fields of lo- 
cal and private activity which it would 
not and could not enter officially. He said 
that apparently unnoticed the practice is 
growing with possibilities of abuse and dan- 
ger to private institutions. The practice of 
extending federal aid to localities for local 
purposes has weakened local pride and 
self reliance and promoted inefficiency 
and extravagance, he said. It will be a 
costly experience, he added, to learn that 
bureaucratic government is inefficient, 
extravagant and destructive of liberty. In 
shifting the burdens of government, 
heavier ones have been imposed on all. 
He declared that no people in the world 
have so little excuse for standing by be- 

(CONTINUED ON PAGE 11) 





N. Y. Lite Is Testing 
New N.Y. Law on 
Unclaimed Funds 


NEW YORK.—To test the constitu- 
tionality of New York’s new law requir- 
ing domestic life companies to turn 
over unclaimed funds to the state treas- 
ury a suit has been brought and this 
week a motion for an injunction against 
enforcement of the law is scheduled to 
be heard. New York Life is the plain- 
tiff. The complaint charges that the 
law is a clear violation of the consti- 
tutional provision against interference 
with contracts. The difficulty is that 
if enforcement of the law is not re- 
strained the companies would be forced 
to pay over these funds to the state 
and might find it difficult or impossible 
to get their money back if the law were 
subsequently declared unconstitutional. 

The unclaimed funds law provides that 
a report of such money must be made 
to the superintendent by Nov. 10 of each 
year, that the names and last addresses 
of the policyholders be published in 
specified newspapers and that if a claim 
is not made by April 10 of the follow- 
ing year the money is to be paid to the 
state comptroller, who would keep one- 
quarter of it to buld up a revolving fund 
out of which to pay claims subsequently 
coming to light, the other three-quarters 
being paid into the state treasury. 

While the law is patterned ostensibly 
after the statute governing unclaimed 
savings deposits, there is a distinct dif- 
ference between the relationship of pol- 
icyholders to life companies and of de- 
positors to savings banks. With the 
banks, there is a simple debtor-creditor 
relationship, in which the state, after 
the prescribed lapse of time takes over 
the unclaimed deposits and acts in the 
bank's place. 

The life company, however, is under 
a binding contract to pay out money to 
policyholders or beneficiaries under pre- 
scribed conditions and would not be ex- 
cused from its obligation by the mere 
fact of having been forced to pay out 


reserves under such contracts to the 
state. 
The lapse of time before the law 


would apply to life reserves is five years 
in the case of life insurance and seven 
years for annuities. In cases where the 
insured would have reached age 100, un- 
less there has been an assignment, re- 
arrangement or other transaction in con- 
nection with the policy within the pre- 
vious 10 years the assumpttion would 





Huntington, Wilde 


Honored at Dinner 


HARTFORD.—Forty-seven field men 
of the Connecticut General Life at- 
tended a dinner here, marking the con- 
clusion of a successful seven weeks’ 
sales effort in honor of the 50th anni- 
versary with the company of R. W. 
Huntington, chairman of the board, and 
the 25th anniversary of F. B. Wilde, 
president. Home office officials and 
other members of the home office staff 
were present. 

F. H. Haviland, vice-president in 
charge of agencies, presided. Speakers 
included Mr. Huntington, Mr. Wilde, E. 
C. Henderson, actuary and captain of 
the winning team in the sales campaign, 
and Commissioner Blackall of Connec- 
ticut. 

The list of individuals writing a sub- 
stantial amount of business in the sales 
demonstration preceding the dinner 
numbered over 400 names, exceeding 
past sales efforts. 

Qualifiers included the following gen- 
eral agents and managers, whose agen- 
cies outranked competing agencies of 
comparable size in percentage of quota 
attained: R. E. Larkin, New York; H. 
E. Nyhart, Indianapolis; D. J. Luick, 
Minneapolis; C. M. Maxwell, Des 
Moines; L. E. Reitz, Kansas City; H. 
J. Anderson, Manchester, N. H.; A. C. 
Prendergast, Dallas; P. H. Kent, Rut- 
land, and J. M. Pasner, Stamford. 





Democratic Nations Are the Buyers 


PEORIA, ILL.—A “sense of respon- 
sibility as citizens of democratic na- 
tions” is at least partially reason why 
English speaking democracies carry 87 
percent of the entire life insurance in 
force of the world, George H. Harris, 
Montreal, public relations officer for Sun 
Life, told the Peoria association. 

Mr. Harris predicted considerable ex- 
pansion in employment and prosperity 
of citizens will enable larger numbers to 
seek security and benefits from life in- 
surance. 

Frederick A. Schnell, Penn Mutual, 
president of the Peoria association, was 
in charge of the session. W. Lee Mul- 
len, Peoria Sun Life manager, intro- 
duced Mr. Harris. 








be that the policyholder is dead and the 
reserve on the policy would be paid 
to the state without any further waiting 
period. 





Figures in Franklin Life Reoganization 








CHARLES E. 


BECKER 


Charles E. Becker is the new presi- 
dent of Franklin Life of Springfield, IIl., 
having acquired a substantial interest 





HENRY MERRIAM 

in that company. He is also president 
of Great American Life of San Antonio, 
Tex. Henry Merriam, who has been 


HENRY ABELS 


president of Franklin Life, now becomes 
chairman. Henry Abels continues as 
vice-president. 








National Life 
Restores Flexibility 
in Settlements 


Breaks Away from Restric- 
tive Rules of Jan. 1, 1938; 
Adds New Features 


National Life of Vermont has an- 
nounced to its field organization the lib- 
eralization of deferred settlement rules 
and the fact that it is now engaging in 
substandard selection. 

National Life observes that the rules 
that were adopted Jan. 1, 1938, govern- 
ing settlement of insurance proceeds 
marked the beginning of very strict 
handling of insurance settlements. The 
restrictions eliminated the former prac- 
tice of the company of holding proceeds 
under an interest settlement throughout 
two lives and limited retention to one 
life or in case the primary beneficiary 
died before 30 years from the date of in- 
sured’s death, to the end of such 30-year 
period. 


Installments Under Same Rule 


Installments went under the same rule 
that any settlement should terminate 
within 30 years from the insured’s death, 
except a settlement measured by the 
life of the first beneficiary. This, Na- 
tional Life observes, materially de- 
creased the advantages of insurance set- 
tlement to contingent beneficiaries. Very 
young children whom the insured might | 
wish to make contingent beneficiaries 
would be required to take any proceeds 
to which they might become entitled 
within 30 years from the insured’s death, 
which ‘might be while they were rela- 
tively young. Contingent beneficiaries 
were also prohibited from making any 
selection other than the sole exception in 
the case of an educational settlement. 

Frequently an assured has sufficient 
funds so that he needs to provide inter- 
est income for his wife, leaving the 
principal intact for the use of the chil- 
dren on any form of installment settle- 
ment which they may elect or he may 
specify that they shall elect a life income 
but can leave the time of making such 
election subject to their own wishes. 
These advantages were stricken from the 
rules and all elections were prohibited 
for contingent beneficiaries. 


Protection Was Weakened 


National Life takes the position that 
the protection of the insured’s wife and 
children was weakened by these rules 
because it was impossible to assure pro- 
tection for the children as contingent 
beneficiaries bevond a certain limited 
period of time and any flexibility for 
contingent beneficiaries was entirely 
prohibited. 

National Life states that there has 
been a gradual backtracking on the part 
of most companies to former, more lib- 
eral methods of settlement. 

National Life emphasizes that for the 
benefit of the beneficiaries themselves, 
settlement of very small policies should 
be kept simple. However, for medium 
sized policies and those of large amounts 
National Life desires to offer settle- 
ments which will meet the full needs of 
the insured family. ; 

National Life enumerates the principal 
points of liberalization that have been 
made. For instance, there may be pet- 
mitted an arrangement of an interest set- 
tlement which will go through two lives, 
or the life of one person and the life of a 
group of persons in a class; for example, 
the proceeds may be retained at interest 
through the life of insured’s wife and 
thereafter through the life of an_in- 
sured’s child or through the lives of his 
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children as a class. This, coupled with 
the right to name any reasonable num- 
ber of contingent beneficiaries following 
these two groups to take the proceeds in 
a lump sum will give insured the op- 
portunity to assure income and preser- 
vation of principal for the benefit of his 
wife and his children. 


Contingent Beneficiaries May Elect 


Permission is now granted to contin- 
gent beneficiaries to elect settlement. 
The insured may arrange a settlement 
for his wife providing for retention at 
interest and then a settlement for con- 
tingent beneficiaries continuing the pay- 
ments but giving them the right at any 
time or after certain ages to elect one or 
any of the various installment options. 
This permits a degree of flexibility 
which is imperative in the scheme of 
modern living, according to National 
Life. A child, as contingent beneficiary, 
can now be given the right to receive 
interest throughout his life and also the 
right after attaining a certain age or 
earlier, if desired, to elect that he shall 
receive the balance of the proceeds in a 
life income which will guarantee him 
security through his life. 

The company will grant under any in- 
terest settlement the right to a_ bene- 
ficiary to withdraw at any time during 
a year, the withdrawals, however, being 
limited to three in any one year. The 
minimum amount of withdrawals has 
been reduced from $500 to $200. The 
principal can be preserved to give in- 
terest income since, if the need for funds 
is small, the beneficiary may withdraw 
as little as $200. The company will 
now agree in connection with all settle- 
ments arranged by the insured providing 
for distribution of funds under either the 
interest or any of the installment options 
to compute interest from the date of in- 
sured’s death rather than from the date 
due proofs of death are received at the 
head office. When a _ settlement is 
elected by the beneficiary, if due proofs 
of death are filed and election of settle- 
ment made within 30 days of date of in- 
sured’s death, the certificate shall be 
dated and interest shall accrue from the 
date of death. 


Educational Settlements 


In connection with educational settle- 
ments National Life is willing to provide 
monthly installments for a period of 
either nine months or 10 months in any 
year during the period of four years al- 
though National Life still feels that a 
settlement covering 12 months in each 
of the years is best for the beneficiary. 

In connection with settlements under 
option 3 for a primary beneficiary, where 
the insured has small children and feels 
that it would be unwise to have the in- 
stallments continue to them or the com- 
muted value paid them in one sum, the 
company will commute the installments 
due on the death of the first beneficiary 
and hold that commuted value at inter- 
est for the second beneficiary until he 
attains the specific age. Under this 
plan the commuted value would be held 
at interest giving some income over a 
period of years until the child reaches an 
age, usually 21, when the principal will 

e paid. 


Two Series of Unnamed Children 


National Life will designate two series 
of unnamed children. For instance, if 
the assured wishes to provide for his un- 
named children not wishing to name 
them because of the possibility that he 
may have additional children and not 
have an opportunity to revise his settle- 
ment to provide for them, he may at 
the same time provide that the shares of 
any of those who may die will be paid to 
their issue. Previously National Life has 
required that either the children or the 
grandchildren be named and that the 
unnamed beneficiaries be limited to one 
group. 

National Life now offers a dual in- 
come settlement with guaranteed rates 
which ‘may be attached to any policy to 
apply in case of surrender or an option 
available for election by beneficiaries or 
by the insured under an endowment pol- 
Icy at maturity. The liberalization con- 





sists of the fact that guaranteed rates are 
given under these circumstances. 

Where a beneficiary is given by the 
insured the right to elect settlement un- 
der any option, payment on the death of 
the beneficiary whether she elects settle- 
ment under one of the options or not 
may be to designated beneficiaries 
named by the insured. It has been de- 
cided that there is no objection to nam- 
ing contingent beneficiaries since the in- 
sured does this and makes a gift of them 
subject to the fact that the funds may be 
taken away from them through the elec- 
tion of a settlement under one of the 
options by the primary beneficiary. Such 
an arrangement may appeal to an as- 





sured who desires to provide an interest 
settlement for his wife on the theory 
that later when she knows just how 
much property she has to depend upon 
and has reached a state of mind when 
she can calmly consider her own needs 
and the best interests of her family she 
will be better able to make use of the 
various options. 

National Life announces that it will 
soon be ready to offer to full time agents 
a broader acceptance of risks that here- 
tofore have been declined. No general 
rules of acceptance of substandard busi- 
ness can be issued due Ao the fact that 
each case will be considered on its mer- 
its, but National Life states that it in- 


tends to give its full time force an en- 
larged underwriting service so as to re- 
duce materially the necessity of offering 
any business to other companies. Na- 
tional Life emphasizes that it is entering 
the sub-standard field to provide Na- 
tional commission for National Life 
agents and not with any purpose of com- 
peting for sub-standard business. Na- 
tional Life will not participate in busi- 
ness which has been rated up by other 
companies and is submitted with the idea 
of getting a more favorable rating. The 
selection committee is releasing an oc- 
cupational rating pamphlet. 


Send 50c for Social Seeurity booklet to 





The National Underwriter. 








A FAMILY’S ENJOYMENT OF CHRISTMAS 





is heightened if they can look forward with confidence to future 


happy Christmases, guaranteed by a John Hancock readjustment plan. 


Our national advertising in current magazines describes this at- 


tractive plan, and a complete set of tools is available to our representa- 


tives for use in presenting its appealing features during an interview. 


Naturally, the readjustment income plan has become one of the 


most popular in our complete line. 
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A John Hancock advertisement 
Promoting the readjustment 
income plan. 


JOHN HANCOCK MUTUAL LIFE INSURANCE COMPANY 


GUY W. COX, President 
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FOR THE WEEK 


Every Monday morning of the year, each 
LNL man receives his starting idea for the 
week—through his Monday Morning Message. 

This up-to-the-minute bulletin offers one 
timely suggestion each week on a current life 
insurance sales opportunity, or bits of news 
that have a definite bearing on the coming 
week’s sales activity. Every Message helps 
LNL men sell. 
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THE LINCOLN NATIONAL LIFE 


~ COMPANY 


INSURANCE 


FORT WAYNE, IND. 
ITS NAME INDICATES ITS GHARACTER 





























"It's a Conspiracy,” 
Siegel Wails, Suing 
for Only $750,000 


Accuses Metropolitan and 
Prudential of Joining Forces 
to Ruin Him 


NEW YORK—Something must have 
hit Morris H. Siegel’s business an awful 
wallop, for he and his brother Sam, who 
do business as Policyholders Advisory 
Council, have hauled off and sued the 
Metropolitan, Prudential and a lot of 
other people for damages set forth in the 
complaint—and in the Siegel publicity 
release—at $750,000. The brothers Siegel 
charge the defendants with having 
formed two years ago “an illegal con- 
spiracy, scheme or plan, the principal 
object and important purpose of which 
was to drive the plaintiffs out of the 
business of insurance advisers and to use 
the combined wealth, power, and pres- 
tige of the insurance company defend- 
ants for that unlawful purpose.” 

Getting more specific, the complaint 
then alleges that “while all the defend- 
ants participated in the scheme, there 
was a division of spheres therein. .. . 
The Metropolitan ... accepted the work 

. of driving the plaintiffs out of all 
opportunities to purchase radio time. ... 
The Prudential . . . accepted the work 
of oppressing the plaintiffs through 
harassing litigation to be procured and 
fomented as part of the conspiracy.” 


Siegel Bitter at Hearing 


Three weeks ago in appearing before 
the New York insurance law revision 
committee Morris Siegel made similar 
accusations against the Metropolitan but 
without implying that they had cooper- 
ated in their activities. It was evident 
from the extreme bitterness with which 
he spoke, particularly in charging the 
Prudential with being behind the numer- 
ous suits brought by resentful clients 
against counsellors to recover fees paid, 
that he was being hit by these develop- 
ments and hit hard. 

Those at the hearing who were fa- 
miliar with the Siegel situation won- 
dered how he would manage to evolve 
any self-advertising angle out of the 
suits of dissatisfied customers. The Sie- 
gels’ suit answers the question. As the 
late Herb Williams used to complain 
when the trick scenery of his vaudeville 
act would begin falling on him, “It’s 
a conspiracy!’ Or possibly, in the words 
of Jimmy Durante, “It’s a innanashnul 
plot!” 


Why Share the Work? 


The Siegels’ lengthy press release, 
though playing up the fact that Metro- 
politan and Prudential are the two larg- 
est life companies in the world and that 
their combined assets exceed $10,000,- 
000,000, fails to answer one of the first 
questions that would come to a reader’s 
mind: If the two companies have all 
that money, why should they feel it 
necessary to pool their resources and 
proceed on a_ share-the-work basis 
against the Siegel concern—particularly 
if there were a shadow of doubt as to 
the legality of such cooperation? 

The Siegels’ complaint also names the 
New York law firm of Pantaleoni & 
Silver, charging them with violating 
Section 280 of the New York City Penal 
code which, the complaint states, forbids 
insurance companies from (financing liti- 
gation for plaintiffs or defendants other 
than themselves. The Siegels charge the 
firm with having handled law suits for 
former Siegel clients seeking refunds of 
fees paid for insurance advice. Two men, 








Give Program for 
Insurance Teachers 
Meeting Dec. 27 


The program is announced for the 
annual meeting of the American Asso- 
ciation of University Teachers of In- 
surance in Philadelphia Dec. 27. At the 
afternoon session the program is: 

“War Problems in Marine Insurance,” 
Henry H. Reed, New York, general 
manager, North America; “Insurance 
Developments After 1940,” Frank Dick- 
inson, University of Illinois; “Property 
Life Insurance,’ Hans Heymann, Uni- 
versity of Buffalo. 

Discussion of Mr. Heymann’s paper 
will be conducted by Laurence J. Acker- 
mann, Newark University; and of Mr. 
Dickinson’s paper by G. Wright Hoff- 
man. 

The speaker for the dinner meeting 
has not been arranged. 

At the evening meeting there will be 
addresses on “Savings Bank Insurance,” 
by Paul Taylor of the New York de- 
partment, and on “New York and IIli- 
nois Codes,” by Harold C. Havighurst, 
Northwestern University. 








said in the complaint to be Prudential 
agents, are charged with fostering un- 
necessary litigation and working up 
cases to be handled by Pantaleoni & 
Silver. 


Edwin C. Hill Named 


Other defendants are Edwin C. Hill, 
radio commentator employed by Metro- 
politan in its series of broadcasts warn- 
ing of counsellors’ objectionable prac- 
tices; Young & Rubicam, the advertising 
agency which handled the broadcasts, 
and several persons connected with the 
broadcasts as actors. 

Other allegations in the complaint are 
that President L. A. Lincoln and C. G. 
Taylor, second vice-president of the Met- 
ropolitan Life, attacked Morris Siegel 
at various legislative hearings, that the 
Metropolitan put out a booklet in 1938 
which is the basis of a libel suit brought 
by Mr. Siegel and still pending. The 
suit was brought some months ago for 
$250,000 but after the first blare of pub- 
licity in the New York “World-Tele- 
gram” Mr. Siegel seemed in no hurry to 
push it. 


Libel Threat Against Stations 


Another section in the new complaint 
alleges that “principally through the 
Metropolitan . . . to which this sphere 
had been assigned in this conspiracy, the 
defendants have endeavored to drive the 
plaintiffs off the radio and prevent them 
from obtaining radio time,” and that “to 
this illegal end the said Metropolitan 
... has threatened legal prosecution of 
several radio stations ... and has begun 
such actions to create fear in such sta- 
tions that the cost of defending such 
litigation would outweigh the financial 
profit derived from the expenditures of 
the plaintiffs.” 

The Siegel suit got fairly good public- 
ity in the New York City papers. The 
“World-Telegram,” which drew upon 
Mr. Siegel’s concern for much of its 
lengthy series attacking industrial insur- 
ance, gave the announcement nearly a 
column. Even the “Sun,” most conserv- 
ative paper in town, gave the suit some 
space in spite of the strong aroma of 
publicity-seeking about the whole thing 
and the complaint’s admission that “the 
plaintiffs are ignorant as to the precise 
facts with regard to the conception and 
development of this conspiracy.” 


A. L. C. to Have N. Y. Meeting 


The officers, executive committee and 
former presidents of the American Life 
Convention will meet next week at the 
Waldorf-Astoria in New York City. 
President C. A. Craig, National Life & 
Accident, will convey greetings to the 
Life Presidents Association annual 
meeting. 
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The AAtna Life Insurance School presents an 
intensive course in life insurance selling. The 
sales methods it teaches have. been established 
by practical experience. Its effectiveness is being 
convincingly demonstrated by former students 


who are applying /Etna Life planned sales- 


manship principles with conspicuous SUCCESS. 








THE NEXT FIVE-WEEK SESSION BEGINS JANUARY 8, 1940 
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Iowa Farm Sales 
Are at High Level 


Fischer Expected to Push 
Action on Question Before 
Commissioners 


DES MOINES—The question of in- 
surance companies holding real estate 
properties, especially farms, is expected 
to be brought up at the National As- 
sociation of Insurance Commissioners 
meeting at Edgewater Park, Miss., this 
week. ss ; 

The efforts of Commissioner Fischer 
of Iowa to induce insurance companies 
to dispose of their farm real estate, has 
brought about heavy farm sales in Iowa 
and brought the question of farm hold- 
ings to the front. Mr. Fischer was 
asked to present a paper on farm hold- 
ings before the commissioners real 
estate committee but declined as he 
wished to get the reaction of other com- 
missioners. ’ ? 

The land sale movement in Iowa is 
expected to exceed all previous records 
since the boom days of 1918 to 1920. 
Conservative estimates place the farm 
sales by large institutional land owners 
at between 2,500 and 3,000 farms this 
year. Six large companies alone re- 
ported 1,400 farms sold at around $14,- 
000,000 with the total acreage running 
around 200,000 acres. 


Fischer Urges Disposal 


When Mr. Fischer assumed office 
last February the insurance companies 
owned approximately 2,500,000 acres. 
In the past, insurance commissioners 
were lenient with issuance of extensions 
past the five-year limit law. When Mr. 
Fischer was asked for extensions he 
countered with the suggestion that the 
companies formulate a program for 
liquidation of their farm holdings. This 
met with objections but companies have 
been complying with the suggestion. 

Iowa companies were the first to fall 
in line. The Equitable of Iowa sold 251 
farms up to Nov. 1 for more than $3,- 
Bankers Life of Iowa sold 133 


000,000. 
farms during the first 10 months for 
$1,500,000. 

The Equitable Society disposed of 


more than 275 farms and the Metro- 
politan Life reported 253 farms sold 
between April and November. 

The Travelers disposed of 145 farms 
valued well over a million dollars. The 
Aetna Life reported 89 farms sold for 
approximately $500,000. 


Represent Large Percentage 


In some cases the sales reported rep- 
resented from 20 to 30 percent of the 
total of all farms owned in the state. 

Other factors are also given credit 
for the turnover in farm land. _Farmers 
have been making money with good 
crops and are in a position to make a 
good down payment. The war influence 
also enters the picture as well as the 
farm tenancy program in the state. | 

Mr. Fischer, it is reported, is also in- 
terested in farm holdings in other states. 
Some action along this line may de- 
velop at the commissioners’ meeting. 
The Iowa commissioner feels that the 
stability of an insurance company should 
not rest on its farm properties and holds 
that the companies are not in the real 
estate business. 

Reports of land sales in Iowa have 
tapered off since Nov. 1 as a result of 
the new state law requiring automatic 
lease renewal on that date. Some of the 
insurance companies cancelled all of 
their leases prior to Nov. 1, although 
some of them notified tenants that the 
old arrangements still were in effect. 





James M. Royer, one of the Chicago 
general agents of Penn Mutual Life, an- 
nounces the birth of a second girl baby 
at Evanston hospital. The child has 
been named Eleanor Whitfield Royer. 


Insurance Advisers 
Receive Attention 





Recently there has been much contro- 
versy over so-called insurance advisers 
and counsellors. 
The New York 
committee on insur- 
ance in its legisla- 
ture has been giv- 
ing a hearing at 
which the subject 
was discussed. The 
situation with these 
advisers in life in- 
surance is particu- 
larly acute at this 
time. Some of them 
are using the radio 
and stirring people 
up, causing them to 
believe that there is 
something the matter with their life in- 
surance. All these people charge a fee. 
Recently in New York City a number 
of suits have been begun against one 
of the advisers by people to whom he 
has given counsel, seeking to get back 
the fee that they paid. There has not 
been so much complaint regarding the 
policyholders service bureaus that give 
advice only on casualty and fire insur- 
The batteries are directed against 





John B. Gontrum 


ance. 
the life insurance advisers. John 
Gontrum, insurance commissioner of 


Maryland, who made a very fine im- 
pression at the annual meeting of the 
National Association of Insurance Com- 
missioners at San Francisco, treated that 
subject at the mid-year meeting at Edge- 
water Park, Miss., this week. He is a 
man of conviction, a clear thinker and a 
convincing speaker. 











N. I. R. & E. (Counsellors) Set 
Up Branch Offices 


NEW YORK—tThe National Insti- 
tute of Research & Economics, an outfit 
of the Gilbert & Sullivan type charging 
fees to advise customers to surrender 
cash value insurance and buy term, is 
setting up branch offices in about a 
dozen cities. It is understood that these 
branches will serve as feeders for the 
main office in New York, the branch 
operator being on a franchise basis. 
The local managers will be expected 
to confine themselves to business-get- 
ting and contact work with the custom- 
ers and will not be urged to concern 
themselves with the technical side of 
the institute’s business. 

George W. Smith, “institute” presi- 
dent and one of its founders, was previ- 
ously New York manager for the Gil- 
bert & Sullivan organization, the main 
office of which is at Philadelphia. 


Not in Industrial Field 


While most of the counsellor con- 
cerns have confined themselves to mass 
production operations in the industrial 
field, advisers of the Gilbert & Sullivan 
type, antedating the industrial variety, 
deal almost exclusively with ordinary 
policies on men carrying far more than 
the average amount of insurance. Both 
the Gilbert organization and the “in- 
stitute” assert that they have collected 
individual fees running into the thou- 
sands of dollars. 

The “institute” uses the familiar term 
insurance arguments, supplemented by 
the trappings and impressiveness of 
high-powered business organizations. 
Most insurance agents, if they reach 
their clients in time, have little diffi- 
culty demolishing the arguments ad- 
vanced by the “institute” for dropping 
existing insurance in favor of ° term. 
While concerns of this type do consid- 
erable damage, their victims get less 
sympathy from insurance men than do 
those in the industrial brackets, since 
it is presumed that anyone with enough 
money to buy substantial amounts of 
insurance should be intelligent enough 
to realize or find out what he is letting 
— in for before committing him- 
self. 





Inflation Is Main 
Insurance Fear of 
War, Nadler Says 


NEW YORK—The major concern 
which the European war has created 
for life insurance companies is the pos- 
sibility of inflation, said Dr. Marcus 
Nadler, New York University, addres- 
sing the New York City C.L.U. chap- 
ter. For the near future, however, he 
doubted that the present low rate of 
interest would rise appreciably. Life 
companies are the most important sav- 
ings institutions of the nation, he said, 
and upon them depends the welfare of 
millions of people. 

“While such companies have done a 
great deal to protect their assets, they 
are powerless to protect the beneficiaries 
against the ravaging effects of commod- 
ity price inflation,” he said. “The dan- 
ger of price inflation in the United 
States, however, will arise only if the 
fiscal affairs of the United States gov- 
ernment are not improved. If, in spite 
of the improvement in business condi- 
tions throughout the country, the defi- 
cits incurred by the government for 
recovery and relief continue large, and, 
in addition, huge expenditures are ap- 
propriated for military purposes, then 
the danger of inflation in the sense of a 
sharp rise in prices will be much 
greater than it is at the present time. 

“On the other hand, if as the result 
of better business conditions, the ex- 
penditures of the government for recov- 
ery and relief are reduced and the defi- 
cits are curtailed, the danger of inflation 
will be materially diminished. In the 
latter case, life companies ought to wit- 
ness a material increase in the amount 
of insurance written and can truthfully 
assure the beneficiaries that the danger 
that the purchasing power of their life 
insurance will be materially reduced 
does not exist. 


Not Like World War Effects 


“It is not to be expected that the 
effects of the present war will be the 
same as those of the world war. In 
the first place, the productive capacity 
of the British Empire and of France is 
by far greater today than it was during 
1914-18, and hence the demand for 
American commodities will be much less 
than during the last war. To be sure, 
exports of airplanes and pre-fabricated 
steels will increase but this, at least in 
part, will be at the expense of other 
peacetime commodities generally ex- 
ported from the United States to the 
belligerents. The position of most neu- 
tral countries is also vastly different 
from what it was during the world war. 
Most of them, today, are much more 
capable of meeting their own demands 
for manufactured goods, and, in conse- 
quence, their purchases in the United 
States will be considerably less. It is 
obvious, therefore, that the immediate 
effects of the war on the United States, 
aside from an increase in certain types 
of exports, will not be as beneficial as 
is generally believed. 


Economic After-Effects Important 


“The really important question is 
what the ultimate effects of the war will 
be on economic and financial conditions 
throughout the world. If the war is of 
long duration, the belligerents will 
emerge from the conflict greatly im- 
poverished. Their standard of living 
of necessity will have to be reduced. 
Such a condition will naturally have its 
effects on the United States. If, how- 
ever, the United States eliminates the 
danger of inflation during the war and 
keeps its own economic house in order, 
it can remain prosperous even though 
the after-effects of the war on the bel- 
ligerents may be very severe. A United 
States, economically and __ financially 
strong, can play a much more important 
role in the reconstruction of post-war 
Europe than can a country burdened 
with a huge debt’ which has gone 
through the ravages of price inflation.” 





Three-Month Disability Not 
Presumed to Be Permanent 


BOSTON — “Permanent disability” 
has been defined by the supreme court 
of Massachusetts in the case of Charles 
S. Yoffa vs. Metropolitan Life. 

“Under an insurance policy a disa- 
bility is permanent if it will continue 
for an indefinite period which is likely 
never to end, even though recovery at 
some remote or unknown time is pos- 
sible. But if recovery is reasonably 
certain after a fairly definite time, the 
disability cannot be classed as perma- 
nent,” the court held. 

“For all that appeared there was never 
a doubt that the total disability (leg 
and foot fractures which caused total 
disability for some four months) would 
cease in a few months. The plaintiff 
relies on the continuance of total disa- 
bility for three months. But that was 
not enough to show that the disability 
was other than a temporary one.” 

The policy provided that disability 
income should be payable for permanent 
total disability, with the further pro- 
vision that the disability should exist 
for three months before benefits should 
be payable. It was not provided that 
three months total disability should be 
presumed to be permanent. 








Roosevelt Interested in. 


Annuity Scheme, Is Report 


NEW YORK.—President Roosevelt 
has manifested interest in Senator Wag- 
ner’s proposal to have the government 
sell annuities over the counter to in- 
dividuals, according to a Washington 
story in the New York “World-Tele- 
gram.” Earlier reports were that Wag- 
ner’s supporters in Congress had cooled 
toward the annuities plan. 





. 


Improper Conduct Sufficient 
Ground to Cancel License 


TALLAHASSEE, FLA.—The Flor- 
ida supreme court decided that improper 
conduct is sufficient to warrant revoca- 
tion of an agent’s license, whether or 
not his action is illegal. Justices di- 
vided four to two in upholding Com- 
missioner Knott, who revoked the li- 
cense of Paul B. Hanks, St. Petersburg 
agent. Dissenting, two justices said they 
believed the law giving the commis- 
sioner authority to revoke licenses for 
“illegal and improper conduct” is un- 
constitutional. 

Hanks was charged with “signing 
without authority names of policyholders 
to receipts for dividends and withhold- 
ing the proceeds, and irregularity in han- 
dling, because of personal antipathy, a 
dividend so that the policyholder was 
deprived of it.” 

The decision reversed the circuit court, 
which held the law required the showing 
of illegal as well as improper conduct. 





Connecticut Mutual Holds 
Advanced Training Course 


A school on advanced underwriting 
was held at the home offie this week by 
the Connecticut Mutual. Sixteen lead- 
ing second-year representatives who 
qualified on a production basis attended. 
The school, part of the program for 
stepping up training activities, was 
under the general supervision of Vin- 
cent B. Coffin, second vice-president and 
superintendent of agencies, who was 
assisted by Edward C. Andersen, edu- 
cational director, and other members of 
wo aed department and home office 
staff. 

Home office specialists discussed set- 
tlement options, trusts, programming, 
pension trusts, salary savings, advertis- 
ing, social security and underwriting. 

Wallace N. Watson, general agent, 
Boston, and Frank D. Walker, Indian- 
apolis, presented selling ideas which 
they had found successful. 
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Report on Projects 


to House Tenants 
of Chicago Exchange 


A questionnaire and report on various 
housing projects submitted for consider- 
ation of insurance tenants of the Insur- 
ance Exchange building, Chicago, was 
distributed to the tenants this week by 
the Insurance Tenants Association. 
This is the organization headed by 
Charles Buresh of Fred S. James & Co., 
which for some time has been gathering 
information for the tenants whose 30- 
year leases contracted for when the 
building first was opened will expire 
April 30, 1942. ; 

A proposal for readjustment of rent- 
als in the Exchange building was made 
by Manager R. C. Swanson, the report 
stated. The situation in the Exchange 
was summed up: 


Rental Situation in Exchange 


“Insurance Exchange Building—north 
and south; space available, as now ex- 
ists, including the space of present ten- 
ants. Rentals per square foot, vary with 
the amount of space and desirability 
with respect to location. Term of lease 
—five to 10 years. . 

“The Insurance Exchange building 
was originally rented in 1912 to numer- 
ous insurance tenants under 30-year 
leases at $1.25 per square foot for the 
first 10-year period, $1.35 for the second 
10-year period and $1.50 for the third 
10-year period. There is still 225,000 
square feet in the Insurance Exchange 
building occupied by tenants who are 
paying $1.50 per square foot for this 
space. ; 

“During the second 10-year period, 
that is, from 1922 on, when rentals for 
office buildings were generally higher, 
tenants assuming additional space in the 
building and new tenants paid rentals 
considerably in excess of $1.50. There 
are many insurance tenants now occu- 
pying the Insurance Exchange building 
whose rentals exceed $2 per square foot 
and there are some whose average is 
close to $3 per square foot. 


Rent Reduction Is Promised 


“The problems of the lessors, there- 
fore, has been to secure for the Insur- 
ance Exchange building an adequate 
average rental, while at the same time 
reducing tenants who are now paying 
rentals in excess of those generally ap- 
plicable to modern office buildings and 
by raising tenants whose existing rent- 
als are lower than that average. The 
proposal of the lessors with regard to 
renewals does not provide any increase 
in aggregate rentals for the Insurance 
Exchange building, but, on the other 
hand, produces a reduction in the total 
rentals derived from insurance tenants.” 

The proposal of Manager Swanson is 
understood to be a base price of $1.65 
per foot, grading up to about $2.35 for 
small space. He has been taking many 
steps to modernize the building and has 
exhibited a fully cooperative policy. 


Other Proposals Made 


_ Seven other proposals were set forth 
including those for construction of four 
new buildings to house the Exchange 
tenants. The new building projects are: 
Phipps estate, southwest corner Frank- 
lin and Monroe streets, projected space 
435,000 square feet, approximately 20 
years lease; Leander McCormick estate, 
Franklin and Madison streets, 500,000 
square feet or more, lease five to 20 
years; Graham, Anderson, Probst & 

hite, south side of Jackson boulevard 
between Clark and La Salle streets, 520,- 
000 square feet, approximately 20 years 
lease; Napoleon Picard, two or three 
sites proposed but main project on north 
side of Washington street between Clark 
and Dearborn streets, 700,000 esquare 
feet or more, leases 20 years or more. 
The committee found rentals proposed 
for the new buildings would average 
approximately 50 cents per square foot 


more than in satisfactory existing build- 
ings. 

Other proposals offering large space 
were: Civic Opera building, 500,000 
square feet; State Bank building, 430,- 
000 square feet; Merchandise Mart, sev- 
eral floors available. 


To Call Meeting Before Long 


After responses to the questionnaire 
have been received and tabulated, the 
committee will call a general meeting of 
all insurance tenants to discuss the mu- 
tual problem. The questionnaire asks for 
only an expression of opinion or desire 
at this time, to determine whether there 
is a consensus among the insurance ten- 
ants that they desire to remain in the 
Insurance Exchange at the rentals now 
offered, or to move to any other exist- 
ing building, or whether they are inter- 
ested in a new building project. The 
committee includes G. W. Childs, Ly- 
man M. Drake, P. C. Lewis, George H. 
Moloney, Clarence Oxnam and F. J. 
Sauter. 


Security Mutual in A. & H. Field 


E. A. Hauschild will head the new 
accident and health department of the 
Security Mutual Life of Binghamton, 
N. Y., which will enter that field Jan. 1. 
Mr. Hauschild is the author of “The 
Accident & Health Guide,” which is 








widely used by companies and agents 
alike in risk selection. He is assistant 
secretary of the Continental Casualty. 
For 12 years he headed the underwriting 
department in the home office in Chi- 
cago until transferred to New York 
City in charge of all underwriting on 
the eastern seaboard. 





Two New Medical Care Plans 
Launched in New York City 


NEW YORK—Differing considerably 
from Medical & Surgical Care, Inc., of 
Utica, which recently received a permit, 
two non-profit medical care insurance 
corporations have been formed in New 
York City: Associated Health Founda- 
tion and Medical Expense Fund of New 
York. 

Associated will charge $18 a year for 
employed subscribers, $30 for subscriber 
and wife, $7.50 for each dependent child 
under 16 and $12 for dependent children 
ages 16-18. Those covered will get com- 
plete medical and surgical care except 
for certain conditions, such as drug ad- 
diction and chronic alcoholism and ex- 
cept for maternity care or venereal dis- 
ease during the first 10 months of the 
contract. There is no dollar limitation 
on amount of care. : 

Medical Expense Fund will operate in 





a larger area than Associated and is re- 
ported to have the general backing of 
the medical profession in the area. It 
will pay the doctors a stated amount for 
each call, while Associated, though using 
as similar basis for its specialists, will 
compensate the family doctor by paying 
him a stated percentage of the premiums 
collected from subscribers who are his 
patients. : 


Bars Use of Mail to Iowa Concern 


OMAHA—tThe Iowa Benefit Associa- 
tion of Council Bluffs, Ia., has been 
barred delivery of the mail. The order 
said the association had engaged in con- 
ducting a scheme for obtaining money 
through mails by false or fraudulent pre- 
tenses. The order directed that all mail 
addressed to the association be returned 
to the senders. 

The Iowa Benefit Association is one 
of the five “associations” operating in 
Council Bluffs that were named in ouster 
actions started by County Attorney 
Smith of Council Bluffs some time ago. 
Smith said none of the firms operates 
with approval of the lowa commissioner. 

Policyholders also have filed individual 
suits against the firms. 








Send for sample copy of Accident & 
Health Review, 175 W. Jackson Blvd., 
Chicago. 
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pare for their futures. 





What about YOUR OWN 


As an insurance man you are continually asking your prospects to pre- 
Have you ever given serious thought to your 
own? If you are like many others, possibly you have put off doing so. 
Now is the time to do just what you ask others to do. 





The Minnesota Mutual has a few general agency openings in various parts 


A liberal agency contract. 

A plan for financing your agency. 
Accounting methods to guide you. 
Proven plans for finding—training agents. 
A liberal financing plan for your agents. 
A unique supervisory system. 

Organized Selling Plan. 

Unusually effective selling equipment. 
Policies for every purpose: Regular—Family—Juvenile— 
Women—Group—Payroll Savings, etc. 
Low monthly premiums. 


A $225,000,000.00 Mutual Company, 59 years old 


with an understanding, cooperative Home Office. 


THE MINNESOTA MUTUAL 
LIFE INSURANCE COMPANY 


Saint Paul, Minnesota 


Future? 
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APPOINTMENTS MADE BY THE CANADA LIFE 








W. J. ADAMS 


D. M. ELLIS 





J. N. LAING 


The Canada Life has announced the appointment of W. J. Adams, D. M. Ellis and J. N. Laing as mathematicians. 
The three are fellows of the Actuarial Society of America. 








Zimmerman Talks to Commissioners 


(CONTINUED FROM PAGE 1) 





our strong conviction that that govern- 
ment is best which is closest to the 
people it governs. State supervision un- 
doubtedly is more closely connected 
with localized problems than would pos- 
sibly be true in the case of a federal 
supervisory board, possibly removed 
thousands of miles from the scene where 
problems may arise. 

“There has been no demand nor even 
a suggestion on the part of the Ameri- 
can public that there be any change in 
the method of supervision of the institu- 
tion of life insurance. The policyholders 
feel that their best interests have been 
protected during a perilous period. Life 
insurance has prospered under state su- 
pervision. It has been conducted in the 
best interests of the public. It has de- 
veloped a high sense of trusteeship. It 
has an imparalleled depression record. 


No Political Control 

“There is not the slightest implication 
that at any time has political control or 
influence been imposed upon this great 
institution of ours under state super- 
vision. America’s life insurance mer- 
chandised through the American agency 
system with full protection of state’s 
rights, allowing such state to supervise 
those needs delegated to it, has enjoyed 
an unparalleled, sound growth. 
Tax Money Diverted 

“We realize, however, that the very 
best way to prevent encroachment of 
federal control is to do a good job of 
state supervision. In order to do this, 
adequate appropriations to carry on the 
functions of state insurance departments 
are needed. Already far more than a suf- 
ficient amount of tax is being collected to 
create such adequate appropriations. In- 
surance has a multiplicity of taxes. It 
pays all the taxes paid by other business, 
but in addition it has many hidden taxes. 
These taxes impose a severe penalty on 
individual, voluntary thrift. They retard 
the inherent instinct of the American 
citizen to discharge his social responsi- 
bility to provide for himself and his de- 
pendents, and to discriminate by taxing 
those who purchase insurance and there- 
by relieve society of assuming these risks, 
The additional taxes imposed by coun- 
ties, cities and municipalities in many 
states are a further penalty on thrift 
and social responsibility. These taxes, 
by increasing insurance costs, make the 
job of insurance selling a more difficult 
one. 

“In 1937 over $103,000,000 was col- 
lected by the states through special state 





insurance taxes, licenses and fees, but 
only $5,000,000 was appropriated for 
maintenance of state insurance depart- 
ments. In other words, only 5 cents 
out of every dollar was allocated to in- 
surance supervision; the other 95 cents 
went to the general funds of the states. 
Insurance taxes should not be consid- 
ered a source of general revenue. They 
should be clearly ear-marked for ade- 
quate state supervision. 

“Tf in all cases there were adequate ap- 
propriations, state insurance departments 
could attract the highest type of public 
servant. Unfortunately, there have been 
some political appointees, some ap- 
pointees who were not fit by experience 
or by ability to efficiently discharge their 
important responsibilities. Certainly 
there have been for too many changes in 
supervisory officials due to the constant 
change in political control. The mor- 
tality among insurance commissioners is 
appalling. 

“The compensation of insurance com- 
missioners should be made attractive 
enough to find men of the highest cal- 
ibre who undertake their duties on a 
career basis. Under such conditions, the 
life underwriters would strictly favor 
putting all state insurance departments 
on a civil service basis. Only by ap- 
pointment of men of integrity who enter 
upon their duties upon a career basis, 
who need not fear removal from office 
solely due to political changes, men who 
will retain office as long as they satis- 
factorily discharge their duty to the pub- 
lic, only then can we capitalize to the 
fullest extent on the experience which 
such men obtain in conducting the duties 
of their offices, and only then can we 
have the greatest efficiency in state sup- 
ervision. The great body of life insur- 
ance agents, as well as the companies, 
expect and welcome the rigid enforce- 
ment of laws by the state insurance de- 
partments, and we realize that this is in 
the public’s interest. Laxity in super- 
vision seldom turns out to be a kindness 
to anyone, and generally proves to be a 
detriment to the institution of insurance 
as a whole. We suspect that had early 
and vigorous enforcement of the laws 
taken place at all times in all places, 
then those few companies which have 
gone wrong would have been salvaged. 

“Not only have the problems of the 
field forces been multiplied, but the criti- 
cisms emanating from Washington have 
been further emphasized by unfair at- 
tacks from other sources. These at- 
tacks are being freely broadcast through 





the press, the radio and by every con- 
ceivable means. An insurance commis- 
sioner has a very definite obligation to 
protect insurance from unfair attacks 
calculated to jeopardize public confi- 
dence in the job. We urge you vigor- 
ously to discharge that obligation. You 
must not leave the responsibility to meet 
such attacks to the field forces and the 
companies, for it is your direct respon- 
sibility to protect the public interest. 

“Tf the critics of life insurance are 
right, then the legislators who make the 
laws and the insurance commissioners 
who enforce them have been woefully 
negligent. It constitutes a serious re- 
flection upon the insurance commission- 
ers when such critics say that the in- 
surance business is all wrong, that the 
insurance companies confiscate benefits 
rightly belonging to policyholders, that 
the insurance agents practice deceit, that 
they do not render an honest and intel- 
ligent service to the public. But if these 
critics are wrong, and the insurance 
commissioners know better than anyone 
else that they are wrong, then the com- 
missioners must speak up in the defense 
of insurance. You must make these 
critics feel the full force of your influ- 


ence and authority. Only in this man-’ 


ner can you discharge your obligation tc 
serve the public interest. 

“The N.A.L.U. commends the stand 
taken by the Ohio insurance depart- 
ment in publishing the pamphlet ‘What 
About Life Insurance?’ We applavd 
the stand taken by the New York depart- 
ment which, over the radio, through 
the newspapers, and the public utter- 
ance has advised that the policyholder 
should first take his problem up with 
the insurance agent. If he then does 
not get a satisfactory answer he should 
communicate with the home office and 
then as a final resort he should go to 
the state insurance department; and 
further than that there is no need to 
go to so-called ‘insurance counsellors’ 
to pay a fee for a service which is fur- 
nished without cost by the agent, the 
companies and the insurance depart- 
ment. 


Silence Is Condemned 


“We cite these two cases only as an 
example from among many. But the 
N.A.L.U. not only regrets, but con- 
demns the complete silence and lack of 
action taken by many insurance com- 
missioners in the fact of unfair attacks. 
You are more than policemen—you are 
judges, and it is your duty to see that 
the cases are fairly presented, that no 
perjury is practiced so that the public, 
which is the jury, may reach a just de- 
cision. You will be interested to know 
that many loca! associations are setting 








up counsellor services, composed of rep- 
resentatives of the life underwriters, the 
Better Business Bureau, Chambers of 
Commerce, trust officers and insurance 
attorneys. 

“The N.A.L.U. advises the adoption 
of uniform principles of taxation by all 
the states. It favors the adoption of 
legislation favorable to the public in- 
terest, such as laws permitting the in- 
vestment by guardians for minors in 
insurance and annuities, 

“We favor a study and probably a re- 
vision of the compensation method of 
the agent which will undoubtedly in- 
clude some form of contributory pension 
plan. In some cases it may be neces- 
sary to change the insurance laws in 
order to accomplish this. We ask your 
cooperation if this does become neces- 
sary. 

“We oppose the invasion of either the 
federal or the state government into 
the field of private, free enterprise. 

“We will unalterably oppose legisla- 
tion as to the sale of annuities or insur- 
ance by the federal government. We 
will oppose this in the interest of the 
public who must inevitably foot the bill 
through increased taxation whenever 
government enters into competition with 
free private enterprise. 


State Funds Should Be Taxed 


“We believe that such taxes as are 
levied upon private insurance funds 
should be levied upon state operated in- 
surance funds, and that overhead should 
be charged directly against the opera- 
tion of these funds, so that the taxpayer 
will not be asked to subsidize the loss 
of taxes and cost of administration. Pri- 
vate enterprise, particularly life insur- 
ance, does not fear government compe- 
tition if it is put on a fair, equal basis. 

“We favor the elimination of the un- 
fit agent everywhere, and of the part 
time agent in urban territories. The 
unfit agent is one who either is unethical 
or uninformed or not productive. 

“We welcome statements of assur- 
ance that the government does not in- 
tend to invade the field of free, private 
enterprise as have been recently made 
by Senator O’Mahoney but the field 
forces have taken a leaf from the pages 
of the history of our own country, and 
that is that they are least apt to suffer 
attack and invasion if they are strongly 
prepared to defend themselves. The 
field forces have taken this lesson to 
heart. They welcome the sincere assur- 
ances of friendly public officials, but 
they are also prepared to meet any chal- 
lenge to the great democratic institution 
of life insurance.” 


Plan Kansas City Program 
of Insurance Accountants 


KANSAS CITY—Tentative program 
for the life section annual meeting of 
the Insurance Accounting & Statistical 
Association at President hotel here 
April 15-16 was announced by Jack 
Batchler, Kansas City Life, association 
president. The program is: 

Monday afternoon, C.'S. Collins, Penn 
Mutual Life, chairman. 

“Life Insurance Statistics,’ W. G. 
Waters, supervisor tabulating division 
Kansas City Life. 

“Tabulating Accessories,” O. D. See- 
yy, standardization bureau Metropolitan 

ife, 

“The Tab Room Layout,” Paul J. 
Zahner, General American Life. 

Agents’ statements, business session, 
informal banquet. 

Tuesday morning, R. A. Clark, direc- 
tor of publications, consulting actuary, 
Haight, Davis & Haight, chairman. | 

“Agents’ Accounts on Punched Cards” 
John P. Waiker, Jr., assistant secretary 
Southland Life. 

“Mortgage Loan Accounting and Sta- 
tistics on Punched Cards,” W. H. 
Niland, manager Hollerith division 
Union Central Life. 

“Bond Investments on Punched 
Cards,” J. K. Sullivan, Phoenix Mutual 
Life. e 

“Policy Loans on Punched Cards,” I. 
H. Wagner, controller Business Men's 
Assurance, 
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Concentration Plan 
Dangerous Trend 





(CONTINUED FROM PAGE 4) 


cause the whole history of America’s de- 
velopment supports the fundamental 
principles which today are being ignored 
and repudiated. He asserted that there 
is a point on the road that America is 
now traveling in present trends of gov- 
ernment beyond which human liberty 
cannot go and once the corner is turned, 
the people can never go back. 


Life Insurance Investigation 


Mr. Funk referred to the TNEC in- 
vestigation of life insurance. He said 
that the TNEC people are very much 
engrossed in their jobs and with every 
indication that the insurance business 
shall hear more of these people before it 
hears less. He said ‘that hardly an op- 
portunity was lost bv the investigators 
to strongly imply that the life agent or 
so-called middle man did not earn his 
money, that he was a sort of fifth wheel 
in the life insurance coach and as such 
he was paraded before the public. . 

More recently the insurance commis- 
sioners were asked to fill out a ques- 
tionnaire obviously, Mr. Funk finds, de- 
signed to subject state regulation to a 
most critical examination. The evident 
purpose of the questionnaire, he said, is 
to bring forth the weaknesses only and 
with no corresponding interest in the 
commendable side of the picture. The 
commissioners are asked to point out to 
the monopoly investigators whether the 
armor of the state is weak in its protec- 
tive features as far as the policy buying 
public is concerned. Whenever govern- 
ment concentrates responsibility in one 
bureau most often the weaknesses are 
magnified rather than remedied. 


Proposed Annuity Bill 


Mr. Funk called attention to the pros- 
pect of a bill being introduced in Con- 
gress, expanding the social security pro- 
gram through which the public can buy 
annuities from the government, paying 
up to $100 a month at maturity and at 
a 30 percent less cost than can be pur- 
chased from a private insurance com- 
pany. 

Mr. Funk made this very significant 
statement: “Once the government en- 
ters the door of the insurance premises 
it will explore the whole ground floor, 
life, fire and casualty. First, it will be a 
question of federal supervision and then 
later it will be an active participation in 
the business itself. “He explained that 
the insurance business today stands in 
the ominous shadow of federal supervi- 
sion and regulation.” The seed has been 
planted and it remains to be seen if it 
has been sown in fertile soil.” 

Mr. Funk said, “If we are to be saved 
from this threat of encroachment, the re- 
sistance must be organized by citizens, 
and especially by those bodies of trade, 
industry, finance and the professions 
which represent the educational and pro- 
ductive activities of the nation. It goes 
far beyond the insurance business and 
must be joined at least in the main ob- 
jective to a program upholding and pro- 
moting the entire system of private en- 
terprise.” 


Competition from the Government 


Mr. Funk said that today government 
bureaus compete with more than 250 
lines of private business. He maintains 
that the theory that government shall 
have bureaucratic control over the en- 
tire economic and social life of the peo- 
ple is wholly inconsistent with funda- 
mental American principles, ideals and 
traditions. The outlook for the insur- 
ance business in the year ahead, Mr. 
Funk declared, depends more on the way 
the public is thinking than upon any 
other one thing. The very heart of the 
system of private enterprise, he contin- 
ued, is good will, which can only be won 
through persistent and continuous serv- 
1c to the public. In the insurance busi- 
ness it means a sincere, honest and con- 


tinued interest in the policyholder long 
after the policy has been written, de- 
livered and paid for. 

Continuing, Mr. Funk said: “We must 
demonstrate to the public that the insur- 
ance business understands and accepts 
the democratic principles that business 
exists to meet and satisfy the needs of 
the consumer and that all other interests 
are subordinate thereto. It must be ex- 
pressed not merely in words but more so 
by deeds. The public has a right to 
know as never before, the essential facts 
concerning the product it is asked to 
buy. It has a right to know what we do 
to justify that place in the scheme of 
things economically and socially. If the 
American public is demanding new 
standards of service from us, let us find 
out what they are and then endeavor to 
measure up to them. The urgent thing 
is that through our daily contacts with 
the American public it shall secure and 
maintain a favorable idea about our busi- 
ness, what it is, what it does and what 
reliance it can place on it.” 

In conclusion, Mr. Funk said: “As I 
have watched the relentless encroach- 
ment of the state in European nations on 
personal liberty, private enterprise and 
political freedom, I want more than ever 
to will my son an America in which its 
inspiring advantages have been pre- 
served.” 





Cromer Takes New Position 


A. B. Cromer, assistant agency man- 
ager Equitable Society at Chicago for 
three years, resigned this week to take 
charge of sales promotion for Cada 
Sales Service of that city. That office 
specializes in sales advertising special- 
ties for life insurance men, such as 
coin banks, wallets, etc. Mr. Cromer 
was connected with Equitable for four 
years and prior to that for five years 
was with Aetna Life. He is a C.L.U. 
Mr. Cromer formerly was connected 
with the Cada organization for a year. 





Frederick G. Gale, 88, an agent of 
Mutual Life of New York at Chicago 
for 53 years, died this week. He had 
been connected with the Hintzpeter 
agency of Mutual Life there since 1926, 
and before that with the old Darby A. 
Day agency before it was divided. He 
also prior to going with Mr. Day was 
an agent with W. B. Carlile, who was 
the Mutual Life manager in Chicago 
before Mr. Day. Mr. Gale qualified for 
the Field Club several times. In 1889 
he worked with Prof. W. T. Stewart on 
life insurance plans which still are in 
force. Services were held at Delavan, 
his old home. 





Send $1 to National Underwriter for 
Social Security Slide Rule. 





Results of Investment of 
Funds by Trustees Reported 


PHILADELPHIA—During the past 
decade proceeds of life insurance re- 
ceived in trust by the five trust com- 
panies of Philadelphia, with the trustee 
authorized to use its own discretion in 
its investment, not only appreciated in 
value but also gave a net return of 3.83 
percent to the beneficiaries, Gilbert T. 
Stephenson, trust research director of 
the American Bankers Association, 
stated in a talk to the joint committee 
of the Corporate Fiduciaries Association 
and the Philadelphia Association of 





Life Underwriters. 

The five trust companies received in 
trust $9,425,960 of life insurance pro- 
ceeds. On Oct. 1, 1939, the market 
value of the investments of these pro- 
ceeds was $9,487,779, showing a capital- 
appreciation of $68,818.51. The gross 
income during the current years of these 
investments was $379,672.95, or 4.03 
percent, which, after deducting the 
trustee’s commission, left a net income 
of $360,689.31, or 3.83 percent. 





F. B. Pidgeon, who joined the Confed- 
eration Life in 1929, has been appointed 
superintendent of group sales for Can- 
ada and Newfoundland. 
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WHY CONTINENTAL AMERICAN? 


ECAUSE Continental American 

enough for safety and small enough for 

service. Because it offers a full line of ten 
policies at preferred class rates (as well as the 
usual standard rate policies). Because of the un- 
usual flexibility of its plans and features which 
protect the policyholder against an uncertain future. 
Because of the high protective value per premium 
dollar of the Company’s low participating rate, its 
Term Additions plan, its 
Because of the special security 
provided by the Family Income Policy which was 
originated by Continental American and which 
requires one of the lowest premium rates of any 


Because its management is progressive and sales- 
minded, which makes the whole Company virtually 
an Agency Department and provides the Field 
Force with the most modern merchandising assist- 
ance and training. Because every real prospect is 
cared for in a full scale of preferred, standard, and 


who sells security to others gets it himself in the 
Company’s exceptional retirement salary plan. 


Continental American 
LIFE INSURANCE COMPANY 


W. M. Rothaermel, Vice President 
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And because the agent 
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Favors Independent ! 
Realtor Appraisals 
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from transportation and stores, from 
schools, type of street construction, con- 
dition of sidewalks, curbing, utility facili- 
ties, proportion of buildings on street to 
vacant lots, construction—whether there 
is any evidence of deterioration or obso- 
lescence, predominant nationality of dis- 
trict, its social desirability, zoning re- 
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COUNTRY LIFE 
INSURANCE CO. 


$125,000,000 in force in 
Ten Years 


Home Office: 608 South Dearborn St. 
| Chicago, 


strictions, percentage of owner-occupied 
homes in the neighborhood; whether 
there is any transition to business, apart- 
ments-or industry; whether the property 
is located above or below street grading; 
layout of the building, quality of ma- 
terial, workmanship and architecture, 
financial situation of borrower, land 
value, value of main residence and of 
garage and servants quarters. 

In connection with commercial prop- 
erties, he suggested these points: Com- 
prehensive plat showing tenancy of 
properties located in block; history of 
trends and developments in neighbor- 


lilinois 






































hood; percentage of occupancy of sub- 
ject property and similar properties; floor 
by floor description, list of tenants, de- 
tails about them; special facilities and 
conveniences, income and disbursement 
statements and financial statements for a 
period of five years; financial statement 
of borrowers. 

Insurers, he said, in the past have suf- 
fered much grief by making farm loans 
without intelligent appraisals. Each 
farm requires a comprehensive survey 
and examination. Most companies con- 
sider farm loans aggregating more than 
50 percent of the appraised valuation of 
the land and 20 percent of the appraised 
valuation of the improvements to be out 
of a conservative class. There should be 
a plat of the farm, statement of net in- 
come over a period of years. The net 
rental income that can be anticipated 
should at least equal principal and inter- 
est requirements. The exact location of 
the property should be given including 
distance to nearest trading center, to 
railroad, statement as to whether prop- 
erty is easily reached by highway. The 
location of nearest mail route, milk route, 
bus line, and cotton gins, grain elevators, 
schools and banks, etc., should be given. 
There should be a statement as to 
whether gas, electricity, telephone serv- 
ice are available. 

There should be a description of the 
community including the predominant 
nationality, whether the area is thickly 
or sparsely settled, whether land owners 
or tenants are in the majority, predomi- 
nant type of farming, major crops, trend 
toward greater diversification. In de- 
scribing improvements, a _ statement 
should be given as to whether repairs or 
additional buildings are needed, condi- 
tion of fences and water supply. An an- 
alysis of the land should be given, in- 
cluding description of soil, usage of vari- 
ous tracts, topography, and natural re- 
sources. 

Proposed real estate loans should be 
considered by insurers upon the basis of 
probable ownership by foreclosure of the 
property being offered as security. Ap- 
praisals are at best merely estimates of 
value and great care should be exercised 
to see that they are based upon well 
founded facts. 





Niemann Agency Has Big Year 


In referring recently to the W. K. 
Niemann agency of Des Moines as the 
top producing unit in Bankers Life of 
Iowa, the statement was erroneously 
made that the production of that agency 
for the first 10 months was $526,524. 
The correct figure is $2,254,924. For 
the first 11 months the agency has paid 
for $2,384,374. 
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SEC Now Studies 
Failed Companies 
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ance agreement with Occidental Life 
under which a 50 percent lien at 4% 
percent interest was placed against Fed- 
eral Reserve policies for the ensuing 15 
years which the agreement covered. The 
deal also provided that death claims 
should be paid in full for 15 years and 
that all earnings during that time would 
go to reduce: the liens. Occidental agreed 
that at the end of a 15-year contract it 
would pay up to $11 per $1,000 for Fed- 
eral Reserve business then in force. Ad- 
ministration expenses were to be lim- 
ited to $2 per $1,000 on premium-paying 
business and $1 per $1,000 on business 
running under extended term provisions. 
Reinsured Five Companies 

Companies which the Federal Reserve 
had reinsured were Providers Life of 
East St. Louis, IIl.; Union National 
Life, which Federal Reserve officials or- 
ganized as a subsidiary in 1924; Re- 
serve Life & Accident of Arkansas City, 
Kan.; United States Reserve, Kansas 
City, Mo.; and Farmers National Life 
of Indiana. 

At the time it was reinsured by Oc- 
cidental Life Federal Reserve had in 
force, all on the modified preliminary 
term basis, $33,674,739. 

The T. N. E. C. is now said to be en- 
gaged in a very exhaustive study of the 
causes of legal reserve life companies 
failures during the depression period. 
The inquiry will be directed also, it is 
stated, toward the reinsurance and man- 
agement contracts to ascertain their 
terms, whether policy holders rights 
have been conserved and whether the 
companies assuming the _ obligations 
have realized profits to any degree. 

It is stated representatives of the 
TNEC will visit all reorganized com- 
panies and those that have taken over 
failed companies in order to _investi- 
gate conditions relating to causes of 
failure and need of reorganization and 
subsequent results. Furthermore an in- 
vestigation of companies that changed 
from mutual to stock basis is likely. 

The first witness was to be Vernon 
B. Holt, who was Federal Reserve Life’s 
secretary-treasurer and a director when 
he resigned in 1929. Congressman Reece 
of Tennessee, who, as acting chairman, 
has frequently conducted the insurance 
hearings in Chairman O’Mahoney’s ab- 
sence is chairman of the subcommittee. 


Commissioners 
Eye on SEC Quiz 
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The commissioners will discuss the 
manner of answering the questionnaire 
and the attitude they will take with the 
authorities. If the momentum of the 
federal government increases as it seems 
to be in its attempt to undermine the 
insurance structure, the commissioners 
see their influence and authority fading 
and may eventually go into eclipse. 

Commissioner Read of Oklahoma, as- 
sociation secretary, arrived in due sea- 
son and Commissioner Williams held an 
executive committee meeting Wednes- 
day. There will be more committee 
meetings than usual. The convention 
proper got under way Thursday morn- 
ing with Commissioner Neslen of Utah 
in the chair. He came on the special 
sleepers from Chicago. 

The New York department has ex- 
tended an invitation for the annual meet- 
ing in New York city. 

The West Virginia department is en- 
deavoring to have the annual meeting 
held at White Sulphur Springs. Hart- 
ford and Nashville also seek the con- 
vention. 

Commissioner Blackall of Connecticut, 
in responding to the address of wel- 
come, said: “This is one of the most 
important meetings we have had because 
there will obviously be brought up at 
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this convention some discussion of the 
activities of the monopoly investigating 
committee to paint a picture of the ad- 
ministration of the insurance laws of the 
United States, possibly in an effort to 
promote the supervision by federal or 
centralized authority. 

“Such a: development would be ex- 
tremely regrettabie. This association 
since its formation in 1871 has accom- 
plished a great many things, including 
uniformity in the more important ele- 
ments of the business with a retention 
of state identity and local supervision 
of regional problems, which have been 
such a contribution to the growth of 
the institution of insurance.” 


Hotel Is Crowded 


Commissioner Williams was called to 
the Edgewater Gulf Hotel because of 
the overflow in registrations. There are 
400 rooms in the hotel and it was pre- 
dicated the attendance would be 300 or 
or thereabouts. Instead the hotel was 
confronted with 450 requests for rooms. 
It was found necessary to put all late 
applicants in Gulfport or Biloxi. Mrs. 
Williams, who is in ill health, is confined 
mostly to her room. During Monday 
and Tuesday, the Hotpoint electrical 
people held a meeting of dealers in the 
hotel. 

The earliest arrivals were Vice-presi- 
dent J. E. Felker and General Manager 
Elmo Walker of Union Life of Little 
Rock who with their wives registered 
Sunday morning. 





Declaratory Decree May 
Clarify Agents’ Status 
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the provision and then trying to prove 
that it didn’t apply to him. 

Northwestern Mutual is seeking a de- 
claratory judgment in Ohio, asking the 
court to declare that as a matter of law 
the relationship of principal and inde- 
pendent contractor exists between com- 
panies and agents they pay solely by 
commission. The usual procedure in 
such cases is to ask the court to declare 
that before the tax can apply the rela- 
tionship of employer and employe at 
common law must exist and that if the 
relationship can be shown to be that of 
principal and independent contractor no 
liability exists under the unemployment 
insurance law. 


Erroneous Washington Dictum 


Court decisions got off to a bad start 
because of an erroneous dictum by the 
Washington state board in a case which 
had nothing to do with life insurance but 
which was followed by the Colorado 
court when Northwestern Mutual 
brought a test case. Even though the 
Washington board later, in a case in- 
volving a newspaper, held that independ- 
ent contractors do not come under the 
law, the Colorado court refused to 
change its position when a new case 
came before it, involving the Equitable 
Life of Iowa. 

While the Washington and Colorado 
legislatures cleared up the situation as 
far as life agents were concerned by 
Passing specific exemption statutes, in 
the meantime North Carolina, in a test 
case involving Jefferson Standard, fol- 
lowed the Colorado court decision that 
agents come under the law. However, 
Occidental Life is bringing an action in 
North Carolina, contending that its 
agents operate under different contract 
conditions from Jefferson Standard’s. 


Actions Being Considered 


Actions are being considered in Illi- 
nois, where the board has rendered some 
unfavorable decisions, and in Oklahoma, 
where it is planned to bring an action 
to restrain _the state tax commission 
rom collecting unemployment insurance 
contributions, 
wd earings before the state board are 
being held currently in New York City 
nu connection with the Aetna Life and 

utual Life of New York and hearings 





Joins Hoey & Ellison 
Agency in N. Y. City 








E. J. PHELPS 


E. J. Phelps has resigned as assistant 
manager of the Canada Life’s New 
York branch and has been elected vice- 
president, director and manager of the 
Hoey & Ellison Life Agency, Inc., gen- 
eral agents Equitable of Iowa in New 
York City. He succeeds the late H. E. 
Bardenheuer. 

A graduate of Lafayette College, Mr. 
Phelps went with the Massachusetts 
Mutual Life in New York, becoming 
brokerage manager of the 42nd street 
office. Later he became assistant man- 
ager of the former Leonard agency of 
the National Life of Vermont. In 1938 
he left to join the Canada Life. He has 
had an all around experience as per- 
sonal producer, agency organizer, and 
supervisor, in addition to brokerage 
work. 








Poultry Money Pays Farmer's 
Mortgage and Heavy Debt 





Four years ago a midwestern farmer 
told a Bankers Life of Iowa salesman: 
“Carl, I have a mortgage on my farm, 
a wife and seven children to support, 
and a burden of debt to carry. I know 
that I need life insurance, but how can 
I buy it?” 

“Will it be harder, John, for you to 
save $87 per year than it would be for 
your widow to pay the debts, run the 
farm, and raise and educate the chil- 
dren?” 

Having asked the husband this ques- 
tion, the Bankers Life man turned to 
the wife and said: “Could you raise and 
sell $87 worth of poultry and eggs per 
year?” 

“That would be easy,” the farmer’s 
wife replied. 

“Could you raise enough poultry to 
pay off the mortgage, pay off your hus- 
band’s debts, and care for and educate 
the seven children?” 

¥ I couldn’t possibly do that,” she 
said. 

“You'll never have to, if each year you 
put that $87 of poultry money into a 
life insurance policy.” 

This the farmer’s wife did. Three 
years later, her good husband died. To- 
day that Nebraska farm is clear of all 
debts and the widow is getting along 
quite nicely—because she saved small 
sums, as almost anyone can, through life 
insurance. 








‘will be held shortly in Missouri on two 
companies. 

Unemployment insurance litigation 
has no connection with federal benefits 
under social security. The latter have 
been held not to apply to life agents 
compensated solely by commission. 





E. A. Roberts, vice-president and gen- 
eral counsel Minnesota Mutual Life, is 
to speak at the founders’ day dinner of 
Kappa Sigma fraternity in New York 
City Dec. 8. 
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Every full-time Liberty National agent 
has an opportunity to visit the Home 
Office at least once every year. In ad- 
dition, timely and frequent visits of 
Home Office personnel in the territory 
make it possible for every agent to 
know personally every officer and de- 
partment head. Assured friendliness 
makes cooperation simple, production 
higher. 
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Life Presidents’ Constructive Program 


THE ASSOCIATION OF LIFE INSURANCE 
PRESIDENTS always presents a stirring, grip- 
ping and highly informative program at its 
annual meetings. It brings to its platform 
not only men eminent in insurance who 
can speak with authority but it affords the 
privilege of those m attendance listening 
to men distinguished in public, business 
and professional life. It always has a 
central theme, which this year is “Mobil- 
izing for Security Through Individual En- 
terprise.” 

That is a very timely topic or in- 
signia for a masthead, because we are now 
confronted with a tremendous concentra- 
tion of authority in the federal govern- 


ment. There are many irritants in being 
regimented and we have come to believe 
that individual enterprise is being dis- 
counted. 

The program: for the meeting this year 
presents features of particular interest. 
The occasion always takes to New York 
high executives of companies in all sec- 
tions of the country. It is not only the 
program itself that is the incentive for 
attendance, as probably the most valuable 
benefits come from informal conferences, 
hotel lobby conversation, social gatherings, 
etc., where officials have the opportunity 
of comparing experience, obtaining sugges- 
tions and pooling views. 


Northwestern Mutual's Opening Gun 


THE opening gun of the year is fired so 
far as life insurance conventions are con- 
cerned by the NorTHWESTERN MUTUAL 
Lire holding its eastern conference in New 
York City. The coming one happens to 
be the 25th annual meeting of this char- 
acter and is called for Jan. 4-5. The pro- 
gram is planned and executed by a com- 


mittee of field men in conjunction with 
the agency department. Usually President 


The Siegels’ 


Evment ty the gold mine which Morris 
H. Srecet and his brother Sam M. SIEGEL 
discovered when they went into the fee 
counsellor business in New York City 
under the name of PoLtcyHoLpERS ApvIs- 
ory COUNCIL is not paying out so well as 
formerly, for the S1ecet brothers have 
brought suit for $750,000 against Mertro- 
POLITAN, PRUDENTIAL and various other 
defendants, charging them with a conspir- 
acy to put the SrEcEts out of business. 

Although the complaint admits that “the 
plaintiffs are ignorant as to the precise 
facts with regard to the conception and 
development of this conspiracy,” it goes 
on to accuse the two companies of ganging 
up on the SIEGELs on a sort of share-the- 
work basis, METROPOLITAN through its 
Epwin C. Hitt broadcasts attacking the 
counsellors and also trying to get Morris 
SIEGEL kicked off the air while PrupEn- 
TIAL was to promote harassing litigation 
by getting former SrecEL clients to seek 
return of fees. 

The wail, “It’s a conspiracy,” is so 
hoary an alibi that it isn’t good for even 
a laugh any more. But Mr. Siecet adds 
a Pau, Bunyan touch by charging that 
the “two largest life insurance companies 
in the world”—their combined assets ex- 


” 


CLEARY makes the keynote address. This 
convention is of special interest owing to 
its being the first and, therefore, the op- 
portunity is offered to sound the tocsin 
for the year. As a matter of unique but 
forceful advertising, the NorTHWESTERN 
Mutua Lire front page display in THE 
NATIONAL UNDERWRITER, Dec. 1, telling 
about this New York regional conference 
attracted wide attention. 


“Conspiracy” Suit 


ceed $10,000,000,000, he points out in his 
publicity release—are the conspirators who 
have dropped their competitive differences 
and put their heads together to plot his 
downfall. 

Without questioning the sincerity of Mr. 
SIEGEL’s somewhat egotistical belief that 
the two largest life companies have found 
it necessary to join forces in order to cope 
with him, it is surprising to find him ex- 
pecting the public to swallow so fantastic 
a tale. Yet, whatever may be said about 
the quality of Mr. Siegel’s insurance ad- 
vice, there is nothing the matter with his 
showmanship. No one should have a bet- 
ter insight into the public’s gullibility. So 
perhaps his suit and all its transparent 
self-advertising doesn’t seem so silly to the 
public as it does to insurance people. 

To those inclined to read critically the 
absurdity of the S1eceLs’ charges must be 
obvious: First, why should either of the 
“two largest life insurance companies in 
the world” have felt so awed by the power 
of the great S1EGEL as to risk the conse- 
quences of joining in an “unlawful con- 
spiracy” rather than proceeding inde- 
pendently? Either of the two companies, 
if so minded, could without straining itself 
have done vastly more than both are ac- 





Clearly there was no 
Why suppose 


cused of doing. 
need for any such alliance. 
it existed? 

Second, all that the companies have 
done has been in the direction of expos- 
ing some of the more objectionable fea- 
tures of the fee counsellor business and 
warning people what they may be letting 
themselves in for when they consult one 
of thege outfits. Considering the abuses 
in the fee counsellor field, the companies’ 
activities would seem entirely consistent 
with their duty to their policyholders. 
For Mr. SIEGEL to imply that his con- 
cern could be put on the skids or even 
seriously damaged by a little plain talk 
from the other side of the fence is to ad- 
mit that the whole counsellor industry 
rests on a pretty shaky foundation. 

Whatever his enemies may have said 
about him, the most damning utterances 
against the SrEGEL concern have been by 
Morris SIEGEL himself. It was no “con- 
spirator”’ who told the Temporary Na- 
TIONAL Economic CoMMITTEE under oath 
that PoLicyHoLtpers ApviIsoryY COUNCIL 
charges a $1 registration fee even if they 
only glance at a prospect’s policies and 
tell him they can’t do anything for him; 


that the minimum fee where advice is given 
is $7.50 and that the average fee is $20 
to $22. It was also Mr. Siecet who gave 
the TNEC the figures from which ALBERT 
Hirst, counsel NEw York State Lig 
UNDERWRITERS ASSOCIATION, determined 
that each of the concern’s three “plan- 
ners” could spend an average of only 15 
minutes on each case they handled. It 
was Mr. Siecet who let in perhaps unin- 
tended light on the quality of advice sold 
by his organization when he revealed to 
the TNEC that in addition to substantial 
profits to himself and his brother $60,000 
of his $100,000 gross income for last year 
went for radio time. 

It’s a free country and people are en- 
titled to spend their money as they please 
but when a concern does business on the 
basis admitted by Mr. SIEGEL it would seem 
unreasonable to bar companies from 
warning their policyholders what they may 
be getting into or giving them a helping 
hand if they are unlucky enough to become 
entangled. And when it is considered that 
there are plenty of counsellor outfits worse 
than the Sriecets’ the need for enlighten- 
ment and help for policyholders appears 
even more acute. 


Walter Webb's Illuminating Articles 


Many people have been very much in- 
terested in the series of three articles 
written by WALTER E. Wess, formerly ex- 
ecutive vice-president NATIONAL  LirE, 
U. S. A. and then vice-president Hercu- 
Les Lire of Chicago, the SEARS, RoeBucK 
& Co. institution that was taken over. by 
the WasHINGTON NATIONAL, that ran in 
THE NATIONAL UNDERWRITER. Mr. WEBB 
in a very plain, sincere way analyzed the 
failure of a great institution like SEaRs, 
Roesuck & Co. in endeavoring to sell in- 
surance through a catalogue and eliminate 
agents. 


Mr. Wess wields a facile pen, his lan- 
guage is finished and his exposition clear 
and penetrating. He pointed out how a 
large mail order house, the most important 
in the country, thought it could sell life 
insurance the same as tea, tractors, auto- 
mobile tires, pencils and groceries. He 
showed the fallacy of the argument and 
reasoning that led Sears, Roesuck & Co. 
into life insurance. The series presents 
most informative and interesting reading. 
Mr. WEss is now on the Pacific Coast, 
residing at 539 Midvale avenue, West- 
wood, Los Angeles. 








PERSONAL SIDE OF THE BUSINESS 





C. B. H. Loventhal of Loventhal 
Brothers, Nashville, Tenn., has been 
elected president of the Kentucky- 
Tennessee Association of the Union of 
American Hebrew Congregations and 
Temple Brotherhoods. The 1940 meet- 
ing will be held in Nashville. 

William F. Dunbar, who served as 
insurance commissioner of Tennessee 
prior to 1917, and who retired in 1936 
as manager of the Southeastern Under- 
writers Association, suffered a heart at- 
tack in Atlanta and little hope is held 
for his recovery. He has been in poor 
health for several years. 

Allan Gates, Arkansas general agent 
of the Penn Mutual Life, will serve as 
chairman of the Arkansas _ banking 
board, created by the legislature to act 
in an advisory capacity with the state 
banking department. As its first func- 
tion, the board will investigate burial 
associations and investment trusts and 





formulate recommendations for more 
effective regulation. 

Hugh Maclellan, assistant secretary 
Provident Life & Accident, has been 
named commissioner of Hi-Y Club 
work in Chattanooga. In his school 
days Mr. Maclellan spent a summer on 
a Y. M. C. A. world tour. He is the 
son of R. J. Maclellan, president Prov- 
ident Life & Accident. 

E. E. Kirkpatrick, Ohio National su- 
perintendent of agencies, is convalescing 
at his home in Cincinnati after a four 
weeks’ illness. He has just returned 
home from Christ hospital. 

A. R. Curtis, supervisor of the Conti- 
nental Assurance branch office in Chi- 
cago, has been in Hines Hospital there 
under observation for about a month. 
He has lost considerable weight and his 
condition is serious although it is diffi- 
cult to diagnose. Before going with 
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Continental Assurance a year or more 
ago he had been connected with the 
Travelers and Aetna Life, and also had 
been assistant manager of Reliance Life 
there. He is a world war veteran and 
past commander of the American Legion 
post at What Cheer, Ia. The branch is 
conducting a contest in his honor during 
December to wind up at a banquet. 

w. A. Sullivan, insurance commis- 
sioner of the state of Washington, has 
recovered from the effects of the recent 
automobile accident that he suffered, 
and he is attending the mid-winter 
meeting of the National Association of 


Insurance Commissioners at Edgewater |- 


Park, Miss., this week. Mr. Sullivan 
was confined to a hospital at Tacoma 
for some time. 

Charles M. Hansen, chief actuary of 
the Missouri insurance department, was 
married to Frances Hollaran of St. 
Louis. The couple were in Chicago on 
their honeymoon. 

Earl Sparks, district manager United 
Fidelity Life, Amarillo, Tex., narrowly 
escaped death when his auto overturned 
and caught fire near Dallas. Suffering 
from a badly cut left wrist, Mr. Sparks 
was extricated from the burning wreck 
by a passing motorist who stopped the 
flow of blood and carried him to a Dal- 
las hospital. 

W. B. F. Hall, vice-president Lincoln 
National Life and head of the Fort 
Wayne Housing Authority, at Fort 
Wayne, Ind., has been elected as a trus- 
tee of Lake Forest (Ill.) Academy, it 
being announced by Ernest Palmer ’03, 
president of the school’s board of trus- 
tees and director of insurance of Illinois. 
Mr. Hall graduated from the Lake 
Forest preparatory school in 1922 and 
from Yale in 1926. 

George W. Blossom, Jr., president of 
Fred S. James & Co., Chicago, and W. 
N. Boyden, vice-president-treasurer of 
the Continental Assurance and Conti- 
nental Casualty, are also trustees of the 
Lake Forest school, while W. W. Jaeger, 
vice-president and director of agencies 
of Bankers Life of Iowa, is a member 
of the class of 1895 and a fellow of the 
Academy Corporation. 


Louis F. Paret, general agent of 
Provident Mutual Life in Camden, N. J., 
and Philadelphia, received numerous 
telegrams and letters of congratulations 
Dec. 4, his 65th birthday. He is nearing 
his 45th anniversary of service with the 
company. His agency at one time cov- 
ered all of New Jersey, but now only 
south New Jersey and Philadelphia. 


Weldon W. Hall, biggest producer in 
Oklahoma for the New York Life and 
executive vice-president of its “Top 
Club,” was seriously injured in an auto- 
mobile accident. Physicians fear a frac- 
tured skull, although he regained con- 
ee the second day after the acci- 
dent, 

Mrs. John E. Higdon, 70, mother of J. 

Higdon, vice-president Business 
Men’s Assurance, will be awarded a Phi 
Beta Kappa key Dec. 18 by DePauw 
University. Mrs. Higdon’s health will 
not permit her to go to DePauw for the 
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ceremony. She earned the honor when 
she graduated with highest honors from 
DePauw in 1895, but it was not until 
two years later that the barrier against 
election of women to the fraternity was 
lifted. It was at DePauw that Mrs. Hig- 
don met her husband, consulting actuary 
in Kansas City and actuary of the Mis- 
souri department for many years, who 
died last March. 


W. T. Grant, president Business Men's 
Assurance, celebrated his 61st birthday 
anniversary Nov. 30. Salesmen of the 
company made it the occasion for a spe- 
cial campaign. 

Preparations for the removal of radio 
station KFBI, owned by the Farmers & 
Bankers Life, from Abilene, Kan., to 
Wichita are progressing rapidly and it is 
hoped to have the station in operation by 
Jan. 15, with studios in the new home 
office building. 

Herbert A. Hedges, Kansas City gen- 
eral agent of the Equitable of lowa, 
trustee of the National Association of 
Life Underwriters and chairman of its 
educational committee, had a busy day 
in Wichita, Kan., Saturday, addressing 
the luncheon meeting of the Wichita As- 
sociation at noon; a “roundup” of Kan- 
sas and northern Oklahoma representa- 
tives of the Business Men’s Assurance in 
the afternoon and a meeting of the 
Wichita General Agents & Managers 
Association at 5:30 p. m., following 
which he left for Little Rock, Ark., by 
plane to meet another appointment. He 
is a brother of Bert A. Hedges of Wich- 
ita, Kansas manager of the Business 
Men’s Assurance, who presided at its 
gathering. 


W. J. Rushton, president of Protective 
Life, Birmingham, has been made chair- 
man of the national defense committee 
of the Associated Industries of Alabama. 


A. F. Ashford, president of Western 
Reserve Life of San Angelo, Tex., par- 
ticipated in the panel discussion, repre- 
senting insurance, on “Personnel and 
Industrial Relations Problems in Se- 
lected Business and Industrial Organ- 
izations” at the personnel conference 
held by the University of Texas at 
Austin. Mr. Ashford was appointed a 
member of the permanent executive com- 
mittee. 

Mr. Ashford has been appointed to 
serve on San Angelo’s newly-organized 
city recreation council, 


Joe D. Morse, president Home State 
Life, has been elected president of the 
Oklahoma City Kiwanis Club. He is 
a charter member of the organization 
and served as treasurer and director. 
Mr. Morse was born in Kansas and 
graduated from law school at Omaha, 
Neb. He went to Oklahoma City in 
1915 as a practicing attorney, later en- 
tering the insurance business. 


M. J. Cleary, president Northwestern 
Mutual Life and a regent of the Uni- 
versity of Wisconsin, was toastmaster 
at the annual grid banquet at Madison 
Wednesday night, at which the Badger 
football squad was honored. 


Robert L. Maclellan, vice-president 
Provident Life & Accident, was sur- 
prised on his birthday when he arrived 
at his office and found his desk banked 
with flowers and piled with applications 
for new business. 


DEATHS 


Louis J. Sondheim, operator of the 
“Northwest Insurance News” of Port- 
land, Ore., died in Portland at the age of 
58 after a lengthy illness. Sondheim was 
known to company executives. largely 
through his correspondence soliciting 
advertising. He was persistent and 
heated in his demands and many stories 
are told about his famous letters. Sond- 
heim founded the paper in 1911. 


Fred A. Houseworth, who retired two 
years ago as general agent of Travelers 
in San Francisco after serving for many 
years, died in his home city. 

Mr. Houseworth virtually retired 
from business about two years ago when 








the general agency firm of Houseworth 
& Smith was dissolved, owing to his 
health. From time to time he de- 
voted some activity to personal produc- 
tion, but has not been active for the past 
several months. He was for several 
years a leading producer for the Penn 
Mutual Life before joining W. G. Smith 
in the general agency. 


R. A. Hann, consulting actuary and 
formerly actuary of various life compa- 
nies and state insurance departments, 
died in Denver General Hospital fol- 
lowing a heart attack in a downtown 
theater there. Mr. Hann, who was 65, 
had lived in Denver since 1910. He was 
a brother of A. G. Hann, vice-president 
and actuary Pacific Mutual Life. 

Mr. Hann was born in England but 
was brought to the United States by 
his parents as an infant. His insurance 
career included positions as secretary 
and actuary of Capitol Life, actuary Pa- 
cific States Life, secretary and actuary 
Ohio State Life, vice-president and 





actuary American Bankers Life, and 
actuary of the Colorado department. He 
was associated as actuary with several 
new insurance ventures, notably Para- 
mount Life and Sante Fe National Life. 
At one time he was with the Otis Hann 
Company of Chicago. 

As consulting actuary, Mr. Hann 
served the Arizona, Kansas, Colorado, 
Montana, Ohio and District of Colum- 
bia insurance departments. He was for 
i6 years connected with Equitable So- 
ciety. 

W. J. McDonnell died in Toronto after 
a brief illness. He had been with the 
Prudential 25 years and was superinten- 
dent of the West Toronto branch at the 
time of his retirement. 

F. B. Hawkins of Hawkins & Son, 
Youngstown, O., eastern Ohio man- 
agers of the National Life of Vermont, 
and organizer of the life underwriters 
association there, died from a heart ail- 
ment after a brief illness. He went to 
Youngstown 36 years ago. 














You Alone Help Them Save 


Young people are besieged on every side by importunities 
to spend. Almost the only encouragement they get to 
build reserves for the future comes from you. 


One of the hardest things for them to do is to discriminate 


between essentials and nonessentials. 


By helping them 


budget their incomes you clarify their minds, get them on 


a track they can follow. 


Those you help to get a good start pass on the impetus to 
many you may never know. So the constructive work you 
do for these young people not only builds future business 
for you; it promotes stability and an individual sense of 
responsibility and helps make your community insurance- 


minded. 


Many agents find the Connecticut General’s budget book 
- particularly helpful in working with young people. 
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WRITE $547,000 FOR MILES 


The Frank Miles month production 
campaign in the Continental Assurance 
branch office, Chicago, during October 
resulted in $547,000 of paid business in 
91 cases. The drive is an annual affair 
for the assistant manager. 





SPLENDID CONSERVATION RECORD 


An exceptional conservation record 
was established in the last year by the 
A. Van Goldman ordinary agency of 
Prudential in Chicago. Martin J. Bowens, 
agency assistant, for the last year has 
specialized in this conservation work for 
the agency, the result being the lowest 
lapse ratio in the agency’s history. Hun- 
dreds of thousands of dollars of lapsed 
business have been revived for the 
agency staff and outside brokers placing 
business through the office. Prior to 
January, 1939, Mr. Bowens was special 
agent in the agency. He became asso- 
ciated with Mr. Goldman in January, 
1931. 





EFFREIN HEADS WIESE BROKERAGE 


Raymond J. Wiese, Chicago general 
agent Northwestern National Life, has 
appointed Anthony B. Effrein manager 
of the agency’s brokerage department. 
Mr. Effrein becomes associated with the 
Wiese agency after 11 years experience 
in St. Louis with the Prudential. He 
was made assistant manager in charge 
of ordinary brokerage for the Pruden- 
tial in St. Louis in 1932, and his record 
since that time shows he was responsi- 
ble for more than $3,000,000 of paid-for 
business annually while working with 
general brokers. 

Mr. Wiese was named general agent 
in Chicago for the Northwestern Na- 
tional last March 15. Since then he has 
lifted the agency from far down in the 
list to fifth place in ranking in point of 
paid-for business. 


HONOR FREDRICKSON WITH 99 APPS 


The Central branch of the New York 
Life in Chicago honored J. S. Fredrick- 
son, agency director, on his seventh 
anniversary with the branch by produc- 
ing 99 applications on Dec. 1. Sol Ka- 
pulsky led with six applications and Joe 
Lipshutz wrote $41,000 in business. Mr. 
Fredrickson has been with the New 
York Life 33 years, previously having 
been with the City Hall branch. 





CONFER ON COOPERATION PLAN 


Officials of the Chicago Association 
of Life Underwriters and the Chicago 
Life Insurance Lawyers Club met at 
luncheon this week to consider meth- 
ods of cooperation between the two or- 
ganizations. Present were L. A. Steb- 
bins, the lawyers’ president, and L. M. 
Buckley, president, and W. H. Sieg- 
mund, director of the underwriters. In- 
vitations were exchanged to attend the 
meetings of the two groups. The con- 
ference was a part of a plan to coordi- 
nate the activities of all life insurance 
organizations in Chicago. 





ZIMMERMAN AHEAD 21 PERCENT 


The C. J. Zimmerman agency of the 
Conrecticut Mutual Life in Chicago is 
ahead 21 percent in production for the 
first 11 months. This includes a 30 per- 
cent increase in brokerage and a 12 
percent increase from the agency’s full- 
time selling force. The Zimmerman 
agency had its 10th plus month of the 
year in November, and its 28th during 
the 29 months since Mr. Zimmerman 
became general agent. 

The agency’s 50th jubilee sales sem- 
inar for brokers is being conducted for 
the first time as a night series with an 
enrollment of 15. The agency’s “Presi- 
dential Campaign,’ which opened Oct. 
23 and which will be concluded Dec. 16, 
is coming into the stretch. Quotas for 
the office agents and associated brokers 
have been put at $26,000 in paid-for 
business for each man, representing 
$1,000 in business for each letter in the 


campaign slogan of “President Charles 
J. Zimmerman.” Vincent Coffin, vice- 
president, will present a plaque to 
everyone who meets this quota. 


ENLARGED INSURANCE COURSES 
a 


Central Y.M.C.A. College of Chicago 
is expanding its insurance curriculum 
by adding a course in principles of risk 
and insurance in the day division of its 
college of commerce. Dr. L. T. Huelster 
will conduct the course, which will open 
Feb. 6 and will be given two hours a 
week during the second semester. The 
course will embrace the general princi- 
ples of risk, methods of shifting risks 
and the fundamental ideas of insurance 
and its place in economy. It will be of- 
fered to students desiring a preliminary 
fundamental course before going into 
the details of property insurance and 
life insurance and to students taking 
other business courses who wish to in- 
clude insurance in their economic 
studies. 

Dr. Huelster received his doctor’s and 
master’s degree in economics at the 
University of Illinois and his bachelor’s 
degree from Lawrence College, Apple- 
ton, Wis. For the past eight years he 
has been professor of economics and 
insurance at American University, 
Washington, D. C., going to Chicago 
this fall. ' 

Central Y.M.C.A. College is continu- 
ing its more detailed courses in the 
night commerce division. George L. 
Grimm, production manager Northwest- 
ern Mutual Life, is giving the life in- 
surance course during the present se- 
mester and James C. O’Connor, editor 
“Fire Casualty & Surety Bulletins” of 
Tue NATIONAL UNDERWRITER, will give 
the property insurance course beginning 
in February. The general course in 
risk bearing will be recommended for 
full-time students as a preliminary to 
these two specific courses, but will not 
be required of students who are pri- 
marily interested in one or the other 
phases of the insurance business. 








AGENCY NEWS 


office and in 1911 joined the agency. 
He had been office manager, city super- 
visor and assistant manager of agencies 
in charge of rural sales in southeastern 
Ohio. Mr. Whipple entered the business 
with the agency in 1919. During the past 
20 years he has produced $6,000,000 
of business and has been consistently a 
member of the Presidents Club. Mr. 
Marshall has been a general agent in 
Lima, O., for 21 years. A talk on wills 
and the relationship of the probate court 
to life insurance was given by C. P. Mc- 
Clelland of the Franklin county probate 
court. 


Reese Entertains Agency 

Leading producers of the Nathaniel 
Reese general agency of the Provident 
Mutual Life in Detroit and their wives 
were guests of Mr. Reese at a dinner 
celebrating the conclusion of a 30-day 
application contest. Mr. Reese will cele- 
brate his 40th anniversary as a Provident 
Mutual general agent next April. He has 
built up the Detroit agency from a small 
volume to where it has more than $38,- 
000,000 on its books. 


Mersfelder Holds Deer Dinner 


More than 100 agents and guests at- 
tended the annual agency meeting of the 
L. C. Mersfelder agency of the Kansas 
City Life in Oklahoma, followed by a 
deer diriner for which Mr. Mersfelder 
personally provided the venison as the 
result of his annual hunt in the moun- 
tains of New Mexico. 

The home office delegation included 
Mrs. J. B. Reynolds, widow of the 
founder of the company; W. E. Bixby, 
president, and Mrs. Bixby; Dr. H. A. 
Baker, medical director; J. F. Barr, 
vice-president and supervisor of agen- 
cies and J. A. Budinger, vice-president 
and actuary. 








INDUSTRIAL 











S. W. Foosaner Gives Talk 
on Wills and Insurance 


NEWARK—“A man’s life insurance 
estate, or the lack of it, must be con- 
sidered in any intelligent plan for the 
disposition of one’s worldly goods,” 
S. J. Foosaner, a Newark attorney, told 
members of the life insurance depart- 
ment of the Newark branch of the 
Travelers, speaking on “Wills and Life 
Insurance.” : 

Hardships encountered where no wills 
are left were discussed and illustrated 
and the provisions of the laws of in- 
testacy reviewed. 

He cited numerous illustrations of 
the need for a thorough review of the 
testator’s problems when his will is 
drafted. It is at this time, he said, that 
the needs for life insurance and the as- 
sistance of the life underwriter are re- 
vealed. 

‘Speaking of the relation between wills 
and life insurance, Mr. Foosaner pointed 
out that no estate plan which takes one 
element into consideration and com- 
pletely ignores the other can possibly 
comprise an answer to the client’s prob- 
lems. 

Mr. Foosaner is counsel of the New 
Jersey Association of Life Underwrit- 
ers and chairman of the New Jersey 
State Bar Association’s committee on 
life and health insurance. 





Tice & Jeffers Veterans Honored 

B. F. Carter, W. E. Whipple and 
P. R. Marshall were honored by the 
Tice & Jeffers agency of the Midland 
Mutual Life at Columbus, O., at a lunch- 
eon. Mr. Carter started at the home 








Sigmund Finder Is Honored 


Sigmund Finder, Metropolitan Life 
manager in Chicago, was honored on his 
30th anniversary. Mr. Finder started 
as an agent in the Chicago north dis- 
trict of which he is now manager. He 
served in several other districts in ‘Chi- 
cago, being a manager for 18 years. The 
home office was represented by A. T. 
Schussler, superintendent of agencies; S. 
D. Risley, assistant superintendent of 
agencies, and Everett Smith, supervisor. 
Dr. Herman Bundesen of the Chicago 
department of health gave the principal 
talk. A number of old time retired man- 
agers were present, as well as four man- 
agers who formerly served under Mr. 
Finder. 


Liberty Life, S. C., Celebrates 


The Liberty Life of Columbia, S. C., 
is observing its 20th anniversary. At a 
dinner in observance of the event, B. M. 
Edwards, executive vice-president of the 
South Carolina National Bank of Colum- 
bia, was guest speaker. Statistics were 
cited showing that the Liberty is writ- 
ing about half of all the industrial busi- 
ness in South Carolina and has in force 
almost half of all the business in the 
state. 


Reliable Has New Home Office 


The Reliable Life of St. Louis has 
purchased a two-story brick building at 
5144 Delmar boulevard, formerly used 
as_a telephone exchange, as its home 
office building. It has had quarters at 
3639 Olive street. Extensive moderni- 
zation of the building is contemplated. 


O. A. Williams, with Prudential 17 
years, has been named superintendent 
of the Portsmouth, O., district, succeed- 
ing H. L. McKillip, retired. 

A district meeting was held by the 
Home Beneficial in Tullahoma, Tenn. 
Following a business session presided 
over by C. M. Bartholomew, Chatta- 
nooga, district superintendent, a ban- 
quet was held. 
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Metropolitan Boosts 
Membership Lead 


NEW YORK—tThe rate at which 
Metropolitan Life men have been affil- 
iating with their local life underwriters 
associations is increasing the already 
substantial lead which the company’s 
field force has maintained since 1934, 
when it took the No. 1 position in rep- 
resentation in the National Association 
of Life Underwriters. In some associa- 
tions, particularly where Metropolitan 
membership was previously slight, Met- 
ropolitan men have joined on what 
amounted to a wholesale scale. 

While the figures for this year have 
been impressive, the interest being shown 
by Metropolitan field men is no mush- 
room growth but has been increasing 
steadily. In 1933 the Metropolitan was 
nosed out by a narrow margin for first 
rank in N. A. L. U. representation. The 
next year it took the lead and each year 
has had a larger percentage of the total 
membership, now running well over 10 
percent. 

According to Cecil J. North, third 
vice-president, these indications are 
among the fruits of the Metropolitan’s 
intensive educational work begun nine 
years ago, another angle of which is 
that last spring the Metropolitan led all 
companies in number of men taking ex- 
aminations for the C. L. U. designation. 


Seek to Get Insurance 
Courses in Mo. High Schools 


W. L. Coonrod of Columbia, as 
chairman of the educational committee 
of the Missouri Life Underwriters As- 
sociation, recommends that the associa- 
tion offer lectures on the elementary 
principles of life insurance to the high 
schools of Missouri. He asked that each 
of the 10 local associations be respon- 
sible for the lecture in its district; that 
the schools be queried as to whether 
they desire to take advantage of the 
offer; that monthly reports be made on 
what the progress is. 

Mr. Coonrod also recommends that 
the committeemen follow up the 
answers to the questionnaires from the 
colleges, securing an increase in life 
Insurance instruction in the higher in- 
stitutions. He requests that the past 
presidents committee cooperate with the 
educational committee in securing a 
chair of life insurance in the University 
of Missouri. 

Mr. Coonrod suggests that general 
agents seek to secure a greater number 
of contestants for the essay contest. He 
Proposes that each high school visitor 
and lecturer make an effort to get 
schools to introduce some book on in- 
surance into business classes and libra- 
ries, 








Texas Congresses Jan. 30-Feb. 1 


DALLAS— Plans are about com- 
pleted for the three sales congresses in 
Texas Jan. 30, 31 and Feb. 1. The first 
meeting will be at Houston, the second 
at San Antonio and the final one at Dal- 
las. The chief speaker will be C. J. 
Zimmerman of Chicago, president Na- 
tional Association of Life Underwriters. 
Three other men of nation-wide promi- 
nence will also be on the program, 

_R. M. White, president Texas associa- 
tion; Jul Baumann of Houston, chair- 
man of the committee on arrangements; 
Ben Wiedermann of San Antonio, F. G. 
Bray of Houston, Campbell Green of 
Dallas, John A. Monroe, O. Sam Cum- 
mings and Ricks Strong met here to dis- 
cuss plans for the meetings. The com- 
plete program will be announced shortly. 


Los Angeles—The forum had as its 
peg “Finding and Selling a Major 
arket” with F. M. McMillan, general 
agent Penn Mutual, and two of his as- 
sistants, Dan Flynn and George Decker, 
butting on a demonstration. 


Savings Bank Plan 
Attacked by Pirnie 


PHILADELPHIA—A ésstinging at- 
tack on savings bank life insurance was 
delivered by Roderick Pirnie, Massa- 
chusetts Mutual Life general agent at 
Providence, R. I., before the annual fall 
sales rally of the Philadelphia Associa- 
tion of Life Underwriters. 

Life insurance was the one bulwark 
which saved the economic system of the 
country from collapse in 1931 and now 
it has been singled out for attack, Mr. 
Pirnie stated. The Massachusetts sav- 
ings bank life insurance is sending edu- 
cators to every college, university and 
seccndary school in the state to 
describe “the evils of life insurance and 
the agent,” he asserted. The institution 
of life insurance must fight these at- 
tacks with addresses before clubs, 
schools, etc. 

“Until man can find a better way than 
the democratic cooperation of iife in- 
surance to take care of his dependents, 
then life insurance must be maintained,” 
he declared. “Our democratic form of 
government is wrapped up in old-line 
life insurance.’ The thing that has 
made the United States great is the 
family and life insurance preserves 
American family life. 


Close is Only Half of Sale 


In discussing selling, Mr. Pirnie de- 
clared that closing a sale and getting 
the commission is not the entire sale 
but only half of it. The agent also must 
“assume the responsibilities and the ob- 
ligations that selling a policy puts upon 
us.” These responsibilities are (1) Re- 
sponsibility to beneficiaries. “The busi- 
ness has been known as a dead one, yet 
not one dollar has ever been paid to a 
dead person;” (2) Responsibility to the 
business of life insurance itself, and (3) 
Responsibility to the public. 

No life policy, payable in cash, ex- 
cluding clean-up funds and business in- 
surance, is properly sold. The ideal liie 
insurance estate should provide (a) all 
cash necessary at death, (b) education 
of the children, (c) adequate income to 
the widow and children, and (d) the 
principal to the third generation. 

“People don’t buy life insurance over 
the counter, even in Massachusetts,” he 
stated. “We have to be educators and 
educate the public to the proper kind 
and amount of life insurance.” 

Every widow needs enough money to 
provide an income sufficient for the 


family mode of living to which it has 
been educated for a period of at least 
three years. It will take at least that 
long, he said, for a woman to get 
oriented in taking care of her family. 

Mr. Pirnie gave his definition of a 
sale? “When you can hear your ideas 
coming back to you through the lips of 
your prospect as though they were his 
own, you’ve made a sale.” 


School Starts Dec. 14 


The comprehensive training course in 
estate protection, taxation and business 
insurance which won the Philadelphia 
Association of Life Underwriters com- 
mendation last year, is to be repeated 








this season. The second year will get un- 
der way on Dec. 14, with Dr. Solomon 
S. Huebner, president of the American 
College of Life Underwriters, as the 
lecturer. It will run for 25 weeks, 
winding up on May 29. Many outstand- 
ing speakers are scheduled to talk. 





TNEC Senators to Speak 


SALT LAKE CITY—The Utah Life 
Underwriters Association will hold a 
special meeting here Dec. 11 to discuss 
the proposed Wagner annuity measure 
and the activities of the Temporary Na- 
tional Economic Committee’s investi- 

















Lo you hknour ? 


@ The Great-West Life maintains in 
the United States a deposit of securi- 
ties approved by the State Depart- 
ments of Insurance more than suffi- 
cient in amount to cover all liabili- 
ties to United States policyholders. 


@ The proceeds of policies payable 
in the United States currency will 
be paid by the Company to policy- 
holders and beneficiaries at par in 
United States Dollars and are not 
subject to any fluctuations of for- 
eign exchange. 


The 
GREAT - WEST LIFE 


ASSURANCE COMPANY 
Head Office — WINNIPEG 


Business in Force $620,500,000 
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North Ameriran Reassurance Company 


Lawrence M. Cathles, Pres. 


99 Jon Street, New Pork 
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gation. Senator King of the committee, 
and possibly Senator O’Mahoney, chair- 
man, Senator Thomas and congressmen 
will speak. 


Arrange Speaking Tour 

Howard C. Lawrence, Newark gen- 
eral agent Lincoln National Life, will 
speak before several life underwriters’ 
associations following his attendance at 
the company’s jubilee convention Jan. 8 
in Miami, Fla. He will talk at the Flor- 
ida association’s annual sales ‘congress 
in Miami Jan. 12. He and Mrs. Law- 
rence will then sail for Havana, and la- 
ter visit Mexico. He will. then return 
to San Antonio, Tex., and be the guest 
of O. D. Douglas, general agent in 
Texas, at the latter’s ranch. 

Later he will address the Austin, Cor- 
pus Christi, New Orleans and St. Louis 
associations. Before he returns to New- 
ark he will visit the home office in Fort 
Wayne. 

Mr. Lawrence is a former president 
of the Northern New Jersey association 
and is now president of the New Jersey 
state association, serving his second 
term. 

Boston—An attractive booklet has been 
issued, giving the complete program of 





events for the winter season, a roster of 
officers and members and half tones and 
sketches of the principal speakers to be 
heard. The expense has been borne by 
some 50 agencies. C. C. Day, general 
agent Pacific Mutual Life, Oklahoma 
City, will speak Dec. 14 on “Keeping Our 
Sales Technique on the Right Track.” 

Chicago—Entertainment being arranged 
for the annual Christmas party to be 
held at the LaSalle Hotel on Dec. 18, 
will be furnished by the divisions that 
make up the association. W. N. Hiller, 
Stumes & Loeb agency Penn Mutual, is 
program committee chairman. Divisions 
which have a part are: Chicago Life In- 
surance & Trust Council, General Agents 
and Managers and Life Agency Super- 
visors, Group Supervisors, Women’s, 
Cashiers, Fieldman and Advisory Coun- 
cil, and the Chicago C. L. U. Chapter. 

Mr. Hiller appeared on the Philadel- 
phia association Sales Congress program 
Dec. 1, putting on an “Information 
Please” sketch. 


Dallas—L. E. Throgmorton, manager 
Aetna Life at Shreveport and president 
of the Louisiana association, stressed the 
importance of plain horse sense and 
quick thinking during the sales inter- 
view. He declared that it is more im- 
portant to comprehend the needs and 
usages of life insurance so that the agent 





can amend his sales talk to meet various 





difficulties than to have a planned sales 
talk. Scornful of the criticism of “pres- 
sure selling’ by the anti-monopoly in- 
vestigators at Washington, he cited in- 
stances of salesmanship which could be 
called “high pressure” but which had 
worthwhile results of which the “victim” 
was later appreciative. 

Columbus, 0.—John A. Witherspoon, 
general agent John Hancock, Nashville, 
Tenn., spoke on “Why Life Insurance Is 
Bought.” 

Buffalo, N. Y¥Y.—Milton Sherman, gen- 
eral agent Connecticut Mutual, and M. 
O. Cederquist, Travelers, addressed the 
training school. 


Houston, Tex.—W. W. Klingman of 
Dallas, state manager Equitable Society, 
spoke on “Today’s Opportunity in Life 
Insurance.” 

It was Equitable day with the asso- 
ciation and those present represented 52 
south Texas counties. The out-of-town 
group was headed by District Managers 


David Burnham of Waco and Mallard 
Gibson of Jacksonville. 
San Franciseco—Martin Scott, of Los 


Angeles, who specializes on business life 
insurance, will speak Dec. 14 on “Part- 
nership Insurance.” To Dec. 1 he had 
paid for more than $700,000 of new busi- 
ness this year. 

Women members heard a discussion 
of “Facts on Federal Old Age and Sur- 
vivors’ Insurance Benefits” by R. M. 
Neustadt, regional director social secur- 
ity board. Miss Florence Calderwood, 
Massachusetts Mutual Life, was chair- 
man. 

Clarksville, Tenn.—A new association 
has been organized with these officers: 
President, Holmes Fuqua; vice-president, 
Melvin Yarbrough; treasurer, W. G. 
Powell; secretary, Holland Anderson. The 
first regular meeting was scheduled for 
Dec. 8. 

Pittsburgh—G. Franklin Ream, assist- 
ant superintendent of agencies of Mu- 
tual Benefit Life, spoke on “The Right 
Road to Sound Public Relations.” 


An all-time high in membership 
shows a total of 1,201. The previous 
record of 1,194 was reached in October, 
1935. 

Waukegan, Ill—‘‘We must keep the 
United States out of life insurance,” 
Charles J. Zimmerman, president Na- 
tional Association of Life Underwriters, 
declared before 150 members of the Lake 
county association and their guests. Mr. 
Zimmerman attacked Senator Wagner’s 
annuity proposal, pointing out its falla- 
cies. Mr. Zimmerman urged the con- 
tinuation of state supervision, which he 
says is.a geod thing if: only because it 
prevents too great. centralization of 
power in Washington. . J. C..dientz was 
master of ceremonies and “Harry MT. 
Wright, Chicago, vice-president National 
association, was a guest. 


York, Pa.— Millard R. Orr, general 
agent Massachusetts Mutual Life, Phila- 
delphia, said the York agents’ hardest 
job is keeping abreast of the times in 
selling methods. 


Flint, Mich.—F. L. Klingbeil, manager 
of the Prudential ordinary agency in 
Detroit, who is celebrating his 25th an- 
niversary with the company this month, 
spoke on “The Significance of Social Se- 
curity and How You Can Cash In On It.” 
Mr. Klingbeil made an extensive inves- 
tigation into social security in a number 
of European countries while traveling 
on the continent some years ago. 


Benton Harbor-St. Joseph, Mich.—Phil- 
lip Patner, manager Metropolitan Life, 
has been elected president. He was one 
of the three trustees under whom the 
association operated since its reorgani- 
zation in September. 

Walter Kilbourne, New England Mu- 
tual, becomes vice-president, and Robert 
Waldeck, Western & Southern Life, sec- 
retary-treasurer. Frank Daniels, Mutual 
of New York, and R. C. Merson, Connec- 
ticut Mutual, were elected directors. The 
association, Michigan’s newest local, has 
26 members. 

Richmond, Va.—A meeting will be held 
Dec. 20 to discuss the National associa- 
tion’s campaign against the proposal 
that the government sell life annuities 
through postoffices. C. J. Zimmerman, 
president of the National association, 
will speak. 

Kansas City—Adam Rosenthal, pro- 
duction manager of the Reliance Life, 
St. Louis, discussed ways of “Humaniz- 
ing Settlement Options.” He said use of 
settlement options in selling life insur- 
ance removes the sale from the realm 
of competition on a purely cost basis, 
demonstrates to the prospect the breadth 
of service the agent can give him, sells 





A. M. Best Co. to Have 
Fortieth Anniversary Party 








ALFRED M. BEST 


The Alfred M. Best Company, insur- 
ance publishers, is completing 40 years 
of existence and the organization is hav- 
ing a “family party” in New York next 
Wednesday evening. Mr. Best has occu- 
pied a unique place in the business for 
many years and he enjoys the affection 
of his organization. The occasion will 
be one with a great deal of sentiment. 








larger policies, creates prestige, and 
makes for higher persistency. 

The association will honor past presi- 
dents at its meeting later this month, its 
50th anniversary. ‘ 

Lansing, Mich.—A vigorous attack on 
Senator Wagner’s proposal that the fed- 
eral government sell annuities at low 
rates through postoffices was made by 
J. M. Keplar, president Grand Rapids 
association. ' 

Kansas—The annual meeting and sales 
congress has been set for April 12-13 in 
Wichita. C. J. Zimmerman, president of 
the National association, will be one of 
the featured speakers. Leo R. Porter, 
Lincoln National general agent is state 
president. 

Fort Wayne, Ind.—Carroll C. Day, Ok- 
lahoma City general agent Pacific Mu- 
tual Life, will speak at a dinner-meet- 
ing Dec. 15. Delegations from surround- 
ing cities and wives of all members will 
be invited. 

Cleveland—John A. Witherspoon, gen- 
eral agent John Hancock Mutual Life, 
Nashville, Tenn., will speak Dec. 8, on 
“What Makes Them Buy.” 

Minneapolis—R. E. Peters, inspector of 
agencies of the New York Life, will 
speak on “Organizing Your Field Work,” 
Dec. 11. 








Part-Timer Letter Gets Results 


Commissioner Neslen reports many fa- 
vorable replies to letters sent life com- 
panies operating in Utah, calling atten- 
tion to the resolution adopted by the 
Salt Lake Association of Life Under- 
writers condemning eniployment of part: 
time agents by corporate bodies in order 
to obtain direct life insurance representa 
tion. The Pacific National Life, through 
President Carl R. Marcusen, sent the 
commissioner copies of letters cancelling 
the agency of two building and loan as 
sociations in Salt Lake City, which were 
represented by part-time agents. 





Dean Bryant, Provident Mutual Life, 
was guest speaker at the meeting of the 
R. L. Hoghe agency of the Equitable 
Life of Iowa in Los Angeles on My 
Working Methods.” 


——— ow 








Accident and health sales up 8 
cent. Get on bandwagon. Send $1 

months’ subscription to Acciden 
Health Review, 175 W. Jackson 3 
Chicago. 
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AGENCY MANAGEMENT 





Need for Checking 
High Turnover Cited 


LONDON, ONT.— ‘Selection and 
training of agents was discussed before 
the Life Managers Club of London by 
C. C. Johnson, agency executive assist- 
ant of the London Life. 

Dealing with the abnormally high 
turnover of agents, Mr. Johnson cited 
figures of the Ontario insurance depart- 
ment showing that in 1937-38 there were 
7,618 agents licensed, 60 percent were 
full-time, 23 percent general agents, 3 
percent office employes and 14 percent 
part-time agents. Almost 25 percent 
were new appointees, while approxi- 
mately 35 percent of the total terminated 
their licenses in the period. 


Should Not Have Been Licensed 


In looking for methods to improve this 
situation, Mr. Johnson ‘said it is ap- 
parent that many men have been given 
licenses where there was a strong likeli- 





hood that they would not succeed. The 
unsuccessful type of agent has a bad 
effect upon the successful full-time man, 
upon recruiting, upon policyholders and 
the public at large. 

Proper selection, training and: super- 
vision are the chief means for correct- 
ing this situation. Men starting in the 
business at age 40 or over are less 
likely to succeed than younger men be- 
cause of habits established in previous 
occupations which make them unsuitable 
for the work habits of a successful life 
salesman. 

Mr. Johnson strongly advocated the 
use of such helps as rating and aptitude 
charts. He stressed the value of ade- 
quate training of salesmen because in 
these days of the so-called “insurance 
counsellors” an agent must be able to 
refute their arguments, he must know 
enough about life insurance to be able 
to sell to meet needs, must have full 
knowledge of the company’s rate books, 
the financial structure of the company, 
the insurance laws governing the opera- 
tion of the insurance business and also 





he must know the ethics of the business. 

In the training program, Mr. Johnson 
added, it is essential that the manager 
or supervisor do side-walk training. 
“You should accompany him in field 
work and continue to coach him as long 
as he needs your assistance.” 


Over 100 Attend 
Pennsylvania Meet 


A general agent must be a good bus- 
iness man and maintain a sound plant, 
develop a plan of operation and recruit 
suitable personnel, declared Chester O. 
Fischer, vice-president Massachusetts 
Mutual Life, in summing up the pro- 
gram at the conference of the Pennsyl- 
vania Association of Managers & Su- 
pervisors in Hershey, Pa. 


Over 100 Attend 





“Managing the sales_ personnel 
through purposeful and effective lead- 
ership is essential. We must do some- 
thing about securing and maintaining 
quality representation. Surely no one 
can be anything but benefited by a 
sound, intelligent, and well-managed 




















Title Insurance Companies 


@ The title insurance firms whose cards are shown on this page have been selected after careful 
investigation. They have the recommendation and endorsement of The National Underwriter. 

















CALIFORNIA 


COLORADO 





Title Insurance—Escrowe—Truste 


Title Guarantee & Trust Co. 
Ineorperated October 28, 1605 
Title Guarantee Building 
Hill at Fifth Street 
Los Angeles, California 














Specify 
TITLE PROTECTION 
From the 
LARGEST, MOST COMPLETE 


TITLE COMPANY IN THE WEST 
(Capital and curplue over $16,000,000.00) 


TITLE INSURANCE 
and TRUST COMPANY 


488 Gouth Spring Street, Los Angeles 
Other Offices: Santa Barbara, Luis Obispo, 
Ventura, San Diego, Visalia, Bakersfield, Riverside. 





THE TITLE GUARANTY COMPANY 


1911 
M. Elflett Houston, Pree. — J. Tate Duncan, Seoy. 
Title Insurance Loans 
Real Estate Abstracts 


15TH & COURT PLACE 
Telephone Keystone 1251 


DENVER, COLORADO 


OREGON 














MISSOURI 


Over $700,000 Capital & Surplus 
TITLE INSURANCE 


COMPLETE RECORDS 
Correspondents New York Life 


COMMONWEALTH, INC. 
Street 


415 S. W. Sixth 
Portland, Ore, 











KANSAS CITY TITLE 


AND TRUST COMPANY 
KANSAS CITY, MISSOURI 
CY 
Complete Title Service 
for the Greater Kansas City area 
NATIONAL TITLE DEPARTMENT 





UTAH 





INTERMOUNTAIN TITLE 
GUARANTY COMPANY 


TITLE INSURANCE 


Operates in Utah, Idaho and Califor- 

nia. Policies accepted by Supt. of 

Insurance of the State of New York. 
Home Office: 


3809 First National Bank Building 
Salt Lake City, Utah 











San Diego’s oldest and largest 
title insurance company 


Union Title Insurance 
Company 


it 

UNION JAMES D. FORWARD 
‘aitemre PRESTOENT 
Strength 
eRe 


and 







SECOND AVENUE 
AT BROADWAY 


SAN DIEGO CALIFORNIA 


Complete title, escrow and 
trust services. 





CITY TITLE INSURANCE 
COMPANY 


68 Sutter Street 
Complete Title Service 


San Francisco, Cal. 








Title Insurance Corporation 
OF ST. LOUIS 
810 Chestnut Street 
McCune Gill, Vice-President 
Qualified with Insurance Depart- 
ments of Missouri and 
Eastern States. 
Only complete tract index in Ss. Leuis 
City end County. . 


WASHINGTON 














OKLAHOMA 


WASHINGTON TITLE 
INSURANCE CO. 


Capital $1,350,000.00 
803 Second Avenue 


SEATTLE, WASHINGTON 
Statewide Title Service 








AMERICAN FIRST TRUST CO. 


First National Bldg. 
Oklahoma City, Okla. 


J 
STATE-WIDE TITLE INSURANCE 


Under Supervision of State Bank 
Commissioner 


Please Mention 
The National Underwriter 
when Writing to 
Advertisers 























agency or distribution system,” Mr. 
Fischer declared. 
Over 100 attended the gathering. 
“Managing the Salesman” was dis- 
cussed at a session presided over by 
Guy A. Smith, Metropolitan, Williams- 
port. “Getting the New Man” was cov- 
ered by Manuel Camps, Jr., New York 
City general agent John Hancock; 
“Training and Development,” M. Jay 
Ream, Pittsburgh general agent Mutual 
Benefit; “Getting and Keeping Him in 
Production,” by Gordon Hunter, 
vice-president Phoenix Mutual. 
“Managing the Product” was _ the 
theme of the session at which G. Har- 
old Moore, Pittsburgh general agent 
State Mutual, presided. “Settlement 
Options” were reviewed by Warner F. 
Haldeman, associate counsel Penn Mu- 
tual; “Relating Insurance to the Buy- 
er’s General Estate,” Morton -H. Wil- 
ner, Philadelphia general agent State 
Mutual; and “How to Get the Buyer to 
Tell You What He Wants,” William 
P. Worthington, superintendent of 
agencies Home Life of New York. 
Alfred B. Levy, Equitable Society, 
Philadelphia, presided over the program 
devoted to “Managing the Buyer.” 
Speakers were: “What Buyer?” John 
Convery, sales manager Judson C. 
Burns, Inc., Philadelphia; “How to 
Reach Him?” C. P. Mayfield, advertis- 
ing manager Fidelity Mutual, and “So- 
cial Security” by Irvin Bendiner, Phila- 
delphia agent New York Life. 


Business Bureau Manager Speaks 


Insurance frauds and activities of life 
insurance counsellors were discussed at 
a meeting of the General Agents & 
Managers Association of San Francisco 
by Mrs. Muriel N. Tsvetkoff, general 
manager of the Better Business Bureau 
of that city, who has assisted the busi- 
ness practice commitee of the San Fran- 
cisco Life Underwriters Association in 
combating the activities of these coun- 
sellors and other illegal and unethical 
practices. 

. W.. Peterson, manager Phoerix 
Mutual Life, supplemented his recent ex- 
planation regarding interpretations and 
procedure under the new amendments 
to the California insurance code as to 
qualifications of life insurance agents. 





Offers Public Relations Program 


R. S. Jackson, New York Life, dis- 
cussed “Public Relations and: Life: In- 
surance” at the monthly meeting of 
the Toledo (O.) Life Managers Asso- 
ciation. His proposed plan would: in- 
clude a year-round program: of speakers 
who would build up the prestige of life 
insurance by informing the public of its 
importance; recognition each year: of 
one life underwriter in the city for out- 
standing achievements for the welfare 
of the profession; holding social: gath- 
erings at which recruits could come in 
contact with outstanding and successful 
life men who would enourage them in 
the profession, and making the life 
managers’ association a more profes- 
sional group, patterned after the bar as- 
sociation. 


Discuss Selling the Job 


“Selling the Job to the New Agent” 
was again the subject at the November 
meeting of the Utah Life Managers As- 
sociation in Salt Lake City, continuing 
the discussion at the October meeting. 
Speakers were W. B. Furman, Pruden- 
tial, and C. E. Bechtel, Mutual Life of 
New York. 








To Review 1940 Agency Plans 


Judd C. Benson, manager of the home 
office agency of the Union Central Life, 
Cincinnati, will address the Life Man- 
agers & General Agents Association of 
Columbus Dec. 8 on “Agency Plans in 
1940.” 


Waddell Tells of His Methods 


R. N. Waddell, general agent. Con- 
necticut Mutual, described “How We 
Get Business” at the meeting of the 
Pittsburgh Supervisors Club. He out- 
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lined the procedure used by his organi- 
zation in recruiting, training agents, and 
selling policies. 





Holmes Heads Montreal Managers 


Charles F. Holmes, Great-West Life, 
has been named president of the Life 


Assurance Managers Association of 
Montreal. J. C. Smeaton is secretary- 
treasurer. 





Cleveland Supervisors Hear Barker 


Lewis A. Barker, Jr., supervisor Sun 
Life of Canada, addressed the Cleve- 
land Supervisors on “Your Job and 
Mine.” The supervisors and their la- 
dies will hold their Christmas party the 
evening of Dec. 16. 


Discuss Quality Business 

Another panel discussion was held by 
the Cleveland Life Insurance Executives 
Club on “Improving the Quality of the 
Business,” led by Warren H. Smith, as- 
sisted by Walter Hart, W. L. McPheet- 
ers, Clare Weber and A. H. Bennell. 








The Houston (Tex.) Association of 
Life Insurance General Agents & Man- 
agers at its monthly meeting went on 
record as opposing federal plans to sell 
annuities. 

The Milwaukee Life Managers & Gen- 
eral Agents Association held its final 
business meeting of 1939 Nov. 24. The 
annual meeting will be in January. 

The Life Insurance Managers Associ- 
ation of Los Angeles, which announced 
a “ladies night” for Dec. 18 has been 
compelled to cancel the affair and in- 
stead will hold the regular meeting 
Dec. 11. 

The Cleveland Life Cashiers Associa- 
tion will hold a Christmas luncheon 
Dec. 19. 





Sees Investment Trend as 
Reflection of the Day's Needs 


W. P. Stalnaker, vice-president and 
treasurer of Oregon Mutual Life, has 
prepared an interesting analysis of the 
investment trends in his company since 
its founding in 1906. He concludes that 
money flows where the national econ- 
omy needs it. The fluctuations between 
city loans, farm loans, municipal bonds 
and government bonds reflect the vary- 
ing requirements of the economic sys- 
tem. The portfolio is a medium short 
term one, not too short for a fair return 
and not too long to restrict attractive 
reinvestment opportunities. Forty per- 
cent of the bonds mature within 15 
years, 16 within 20 and 80 percent 
within 25. 

Twenty-five years ago, he observed, 
the preponderance of money was placed 
in city loans. After the 1913 peak the 
proportion dropped and at the end of 
1928, such mortgages accounted for only 
7.6 percent of Oregon Mutual’s assets. 
Municipal bonds continued to advance 
until the mid-1920’s. Since then they 
have been declining. When the federal 
government required financing during 
the war, the proportion of federal bonds 
increased. Then these holdings tapered 
off during the 1920’s but began rising 
again as the effects of the depression 
were felt. During the current year Ore- 
gon Mutual’s government holdings have 
decreased and now account for only 
about 13 percent of the assets. 

Corporate bonds, viz., public utilities 
and railroads, first appeared in the port- 
folio in 1916, and since then have been 
given a gradually increasing share. With 
the lessening of governmental pressure 
in certain parts of the country, he said, 
utility bonds have found increasing fa- 
vor with institutional investors. 

Policy loans reflect directly the pre- 
vailing economic conditions, increasing 
when conditions are adverse. There has 
been a lessened percentage in recent 
years. Oregon Mutual has had a low 
foreclosure ratio on mortgages and its 
holdings of real estate, including the 
home office building, account for only 
1.3 percent of assets. 


NEWS ABOUT 


LIFE POLICIES 


By JOHN H. RADER 
New Policies, Premium Rates, Dividends, Surrender Values, and all Changes 


in Policy Literature, Rate Books, etc. 


Supplementing the “Unique Manual- 


Digest” and “Little Gem.” Published Annually in May and March respectively. 


PRICE, $5.00 and $2.50 respectively. 





Mutual Life Issues 1940 Dividend Scale 


Mutual Life of New York announces 
that it has set aside about $18,0000,000 to 
take care of dividend payments to pol- 
icyholders during 1940. This represents 
an increase of approximately 12 percent 
over the amount set aside for 1939. The 
present interest rate is being maintained 
of 3 percent on funds left with the com- 
pany under modes of settlement and 
dividends left on deposit. The dividend 
provision is created after establishing the 
required fund for depreciation of securi- 
ties and general contingencies. 

On ordinary life at age 25 the in- 
crease averages 20 percent. A com- 
parison of old and new dividends per 
$1,000 follows: 











Age Div 

at of Duration 

Issue Year 1 5 10 15 20 

55 1939 8.20 8.23 8.30 8.74 8.90 
1940 8.81 8.84 8.91 9.385 9.51 
Inc. -61 -61 -61 -61 -61 

20-Year Endowment 

25 1939 6.10 5.80 5.41 5.06 4.59 
1940 7.51 6.82 6.04 5.42 4.80 
Iner. 1.41 1.02 -63 .36 21 

40 1939 6.62 6.36 6.14 6.01 5.55 
1940 7.35 6.90 6.50 6.34 5.88 
Iner. -73 54 .36 33 33 

55 1939 8.37 8.33 8.27 8.45 8.05 
1940 8.98 8.94 8.88 9.06 8.66 
Iner, -61 61 -61 -61 -61 


Increase Annuity Rates 


Mutual Life announces that because 
the increasing number of states taxing 


Age Div itv i ili 
= a. beaeiietion annuity premiums and the prevailing 
Issue. Year 1 5 0 15 20 | low interest rates and general finan- 
Ordinary Life cial situation, a new and higher scale 
25 1939 4-14 4.17 4.29 4.58 4.95] Of premiums for annuities has been 
5.5 5.383 5.14 5.18 5.36 i 5 
Incr 1.44 1.16 .85 .60 .41 adopted werrsaiid _— ae ee nee 

40 1939 5.06 5.07 5.30 5.90 6.57 This applies to life annuities, joint 

zrce 7S oe 6.87 “3 6.99 | and survivor annuities, temporary an- 

55 1939 7.60 7.72 8.02 8.85 9.89 nuities and deferred annuities. Retire- 

vee et 8.33 8.63 9.46 10.50 | ment income contracts are not affected. 
POE 8 ‘61 61 6161) After Dec. 15 refund annuities will 
m ‘eile eee Life no longer be issued but immediate life 
5 § 5. 5.11 5.06 5.12 5.19 iti i 
Hat ses car bat cae ER ——! ba tigen ae, for 
Iner, 148 1.11 “27 51 “24 0 years w et er the annuitant lives or 
40 1939 6.06 5.94 5.96 6.23 6.39 dies will be available as a substitute. 
— “i rar be ws 2 “3 The schedule of 1940 dividends per 
: : : : : $1,000 for various forms follows: 
Poli 

olicy Age at Issue 

Yr. 20 25 30 35 40 45 50 55 
Ordinary 

iO desnteneaaiad $5.27 $5.58 $5.55 $5.59 5.79 6.16 6.90 8.21 
S stv gvveneve 5.33 5.33 5.30 5.39 ey, 98.18 ¥F-07 et 
OD es 6 +09 eeacece hate 5.18 5.14 5.16 5.31 5.67 6.40 7.40 8.63 
| ee ee ar 5.16 5.18 5.29 5.58 6.23 7.04 8.08 9.46 
20 AER, nary 5.26 5.36 5.62 6.18 6.90 7.75 8.94 10.50 
— ee a 5.20 5.41 5.87 6.44 7.12 7.99 9.20 11.60 
eer 5.07 5.46 5.90 6.39 7.05 7.88 9.75 12.23 

20-Payment Life 

eT ee 6.3 6.63 6.59 6.63 6.79 7.09 7.69 8.81 
errr 6.21 6.22 6.20 6.30 6.50 6.89 7.73 8.84 
ED: Ki556a 458800 5.85 5.83 5.85 6.02 6.33 6.97 7.84 8.91 
| eee Te 5.59 5.63 5.74 6.03 6.56 7.25 8.13 9.35 
BO. snudGu<asaces 5.42 5.53 5.74 6.19 6.72 7.37 8.26 9.51 

15-Payment Life | 

1 6.93 7.28 7.30 7.40 7.62 7.97 8.61 9.78 
5 72 6.80 6.83 6.96 7.23 7.65 8.50 9.58 
10 6.23 6.25 6.35 6.54 6.89 7.52 8.35 9.34 
15 5.83 5.92 6.08 6.36 6.85 7.45 8.19 9.17 

10-Payment Life 

eee pee aoa st 8.18 8.65 8.78 9.00 9.26 9.86 1 11.87 

Dt pth eas ida ds 7.79 7.95 8.10 8.35 8.74 9.29 10.22 11.35 
a ee ee 7.03 7.15 7.34 7.63 8.05 8.69 10.37 

20-Year Endowment 

D aap Ae-ecee eee 7.27 7.51 7.37 7.31 7.35 7.50 7.98 8. 

D+ weawes semen 6.84 6.82 6.76 6.77 6.90 718 7.93 S95 
BD. cis sateen ache 6.03 6.04 6.08 6.22 6.50 7.04 7.86 8.88 
| BO hie hh eek 5.29 5.42 5.59 5.88 6.34 6.96 7.83 9.06 
BO” éneusiciehalony 4.57 4.80 5.08 5.42 5.88 6.48 7.38 6 

15-Year Endowment 

y  Veten exe deere 8.44 8.71 8.61 8.56 8.62 8.80 9.24 10.1 

ane Meets tern denen Spree 7.73 7.76 7.74 7.78 7.94 8.25 8.92 9:86 
Ds wi 6 eee 6.53 6.61 6.72 6.89 7.18 7.68 8.37 9.28 
Bhine s9emnemes hee 5.37 5.58 5.81 6.08 6.44 6.90 7.54 8.46 

10-Year Endowment 

I ackthcene eee eee 10.86 11.21 237 3 33.09 11.32 11.53 12.95 

D seca ee des Meee 9.56 9.69 9.77 9.91 10.14 10.51 11.16 12.02 
Se ink ce bk os Cee 7.56 7.80 8.03 8.30 8.61 9.00 10.21 











United States Life 
Adds War Clauses 


The United States Life has announced 
the adoption of two additional forms of 
war clauses, which will hereafter be en- 
dorsed on policies issued on the lives of 
citizens of foreign countries who are 
residents of the continental United States 
and Hawaii. These clauses will pro- 
vide a limitation of liability in the event 
the insured proceeds abroad and, 

(a) If the:‘insured dies from any 
cause arising while in military, naval, 
or air service of a country other than 
the United States (service with U. S. A. 
forces abroad is fully covered) and/or 

(b) If, within the first two policy 





years, the insured dies as a direct or, in- 
direct consequence of war, riot, civil 
commotion or insurrection. 

However, the endorsement attached 
to policies issued to such applicants in 
amounts up to $5,000 will contain the 
privilege of election by the insured to 
receive full coverage in the event of his 
proceeding abroad, on payment of an 
extra premium to be fixed by the com- 
pany when the insured leaves the conti- 
nental United States or the territory of 
Hawaii. Applications for more than 
$5,000 may be split into two policies— 
one for $5,000 which will provide the 
extra premium privilege and one for the 
balance of the amount applied for with- 
out this privilege. 

In general, there will be no restric- 
tions as to plan of insurance insofar as 





such applicants are concerned. The acci- 
dental death benefit rider does not cover 
death due directly or indirectly to war, 
and the disability waiver of premium 
benefit rider does not cover disability 
arising from any cause while in military 
or naval service in time of war. The 
company will now exclude liability, by 


‘endorsement, in the event of disability 


arising outside the continental United 
States and territory of Hawaii as a di- 
rect or indirect result of war, whether 
or not the insured is in the military, 
naval or air service. 


Scope of Former Clause 


The company has heretofore applied a 
war clause in the case of all policies is- 
sued abroad, in addition to those issued 
here on the lives of nationals of all coun- 
tries other. than the United States. This 
clause limited liability only in the event 
the insured engaged in military or naval 
service. However, it granted the privi- 
lege to the insured of electing to receive 
full cover upon payment of an extra pre- 
mium to be fixed by the company. 

The company is continuing to accept 
applicants who are residents of the con- 
tinental Unitéd States and Hawaii and 


‘who contemplate travel or residence 


abroad. It is also accepting residents 
of many foreign countries, including 
those of the belligerents. In the case of 
the latter, acceptance is limited to 
civilian classes only, and extra premiums 
generally apply. However, due to the 
possibilty of conditions changing 
rapidly, the company is not attempting 
to set up fixed rules as to the amount 
of extra premium or limitation of risk, 
each case being given individual consid- 
eration. 





War Precautions 


Are Announced 
CHATTANOOGA, TENN. — AI- 


though the Provident Life & Accident . 


will not adopt a war clause certain re- 
strictions on the amount of insurance to 
be issued in certain cases have been 
found necessary. 

In view of the present international 
situation it is not deemed necessary to 
put a war clause in Provident policies 
and it is “hoped” that it will not be 
necessary to do so, the Provident an- 
nouncement states. 

The restrictions to guard against an 
undue concentration of the potential 
war hazard include the limiting of poli- 
cies to commissioned officers of the 
army and navy to amounts not over 
$10,000 including insurance already in 
force with the Provident. 


$6,000 Limit Is Set 


Members of the army and navy of 
acceptable ranks should now. not be 
submitted for more than $6,000 includ- 
ing insurance already in force. 

For the time being the company pre- 
fers not to consider applications on 
officers or enlisted personnel of the ma- 
rine corps. 

Other cases to which individual con- 
sideration must be given and for which 
the amount may be restricted include 
graduates of West Point or Annapolis 
who are not now in service, members 
of the national guard and all reserve 
officers. 

Prospects who are not citizens of the 
United States or who are expecting to 
travel in Europe should not be exam- 
ined without first submitting a trial ap- 
plication to the home office. 


Special Christmas Policy 

A new policy form, which serves both 
as a Christmas gift and as a memorial, is 
announced by the Ohio State Life. The 
policy is described as a special plan to 
perpetuate the spirit of Christmas and 
guarantees a Santa Claus check every 
year. The beneficiary may receive, fol- 
lowing the death of the insured, $100 
each Christmas for 15, 20, 25 or 30 
years. Provisoin may be made for these 
payments to take the form of a Christ- 
mas day check or be paid earlier in the 
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month, so that the recipient may use 
the check for Christmas shopping. 





Connecticut Mutual 
Increases Scale 


A new dividend formula announced 
by Connecticut Mutual Life results in a 
general increase in the 1940 dividends 
over the 1939 scale. Dividends as here- 
tofore will be accumulated at 3 percent, 
and excess interest rate will be 3% 
percent. Interest rate on proceeds 
under income options, including excess, 
will be 3% percent. The changes are 
effective Jan. 1. 

A decrease will occur in dividends on 
short term endowments and also on 20 
year endowment. Dividend comparisons 
on various forms are: 





r Age 40 ~, 

Ord. Life 20 P. Life 20-Yr. End. 

Policy 1940 1939 1940 1939 1940 1939 
Year Scale Scale Scale Scale Scale Scale 
1 $4.80 $4.57 4.36 $4.26 5.26 52 
5 5. 5. 5.26 5.16 6.52 6.78 
1( 6.22 5.99 6.52 6.42 8.31 8.57 
15 7.09 6.86 7.96 7.86 10.40 10.66 
20 Ts C8 9.58 9.49 12.90 13.16 





Philadelphia Life Issues 
Retirement Income Rates 


The new rates of the Philadelphia 
Life for its non-participating retirement 
income policies for males, effective Jan. 
1, have been announced. Rates for fe- 
males will be approximately 10 percent 
greater. The following shows a com- 
parison of new and old rates per $1,000 
of insurance with $10 a month income 
at retirement age. The cash maturity 
value has been increased. 


Retirement Income Endowment at 50 


Age ew Old 

Me pacc ead da is aac ees $ 60.31 50.12 
De aiawrci vee cca ea aware 81.84 67.84 
Mere cc Wicn cere eae 116.99 97.91 
MU aie Nec cn ere etek cca de erecer east 188.36 159.29 
Cash maturity.......6.. 2,089.00 1,862.00 


Retirement Income Endowment at 55 


Ai letel eee garsisla Waianae $ 42.69 $ 36.03 
MEE vali ore w cies le ie are oa 55.40 46.18 
Cea cere ere 74.30 62.18 
: Abels sale eels Ge vise creas 106.92 89.32 


31.52 $ 


Many Companies Are 
Continuing the 1939 Scales 


The companies, in addition to those 
announced in the last edition of THE 
NATIONAL UNDERWRITER, that have de- 
termined to continue in force the same 
dividend scale as that used in 1939 are: 
American Home, Kan.; Central, Kan.; 
Columbia, Ohio; Confederation (first 
six months); Expressmen’s Mutual; Fi- 
delity Union; Great American, Tex.; 
Great Northwest; Great Southern; 
Great-West (first six months); Guar- 
dian, N. Y. (post-mortem dividend pay- 
able after Jan. 1, 1940); Home Friendly; 
Manhattan Mutual; Midwest; Monarch, 
Canada; Mutual, Canada; National 
Masonic; North American Life & Cas- 
ualty; North Carolina Mutual; North- 
ern, Canada; Northwestern Mutual; 
Presbyterian Ministers; Provident Mu- 
tual; Security Mutual, Nebraska; Serv- 
ice Life; Southland; State, Indiana; 
Sun, Maryland; Teachers Insurance & 
Annuity; Union Central; Union Labor; 
Victory, Kansas; Western, Montana; 
Western Reserve. 


Home Life of New York is adopting 





VIEWED FROM NEW YORK 





EDWARDS ON GROUND FLOOR 


Charles Edwards, general agent Man- 
hattan Life, has just moved to new 
quarters on the street floor at 1 East 
46th street, New York City, just off 
Fifth avenue. It is believed that Mr. 
Edwards’ office is the only street floor 
general agency office in New York City. 

In making this move Mr. Edwards 
said that his innovation in opening a 
ground floor office is to make his office 
just as available to those seeking in- 
formation on life insurance as it is for 
them to step into a bank. 

The agency will continue to occupy 
its present quarters at 522 Fifth avenue 
with Joseph L. Bachman, associate gen- 
eral agent, in charge. 





AGENCIES’ NOVEMBER FIGURES 

The Charles B. Knight agency of the 
Union Central Life in New York City 
paid for $1,638,656 in November as com- 
pared with $1,984,997 for November, 
1938. For the year to date paid busi- 
ness amounted to $19,954,082, as against 
$16,323,822. 

Paid business of the J. S. Myrick 
agency of the Mutual Life in New York 
City amounted to $981,065 for November 
as against $2,028,330 for November, 1938, 
or the first 11 months paid business was 
$11,792,081 as against $17,075,123. 





ADDRESS ECONOMIC STUDENTS 


Miss Jane WelMar and Miss Edith 
Butts of the Elliott agency of the Penn 
Mutual in Newark, conducted a series 
of lectures before the home economic 
students of the Newark and East Or- 
ange high schools, on “You and Your 
Money.” Savings and _ investment 
through life insurance was_ stressed. 
Before Miss DelMar and Miss Butts 
joined the Penn Mutual in 1934 they 
were home economic teachers. 





INSTITUTE IN NEW QUARTERS 


The Institute of Life Insurance of 
New York is moving this week into new 








an adjusted scale which will bring 
about a decrease in most instances. 


Great-West Retains Scale 


Great-West Life announces that no 
change will be made Jan. 1 in the cur- 
rent dividend scale to policyholders or 
in the rate of interest payable on divi- 
dend funds and proceeds of policies left 
on deposit. 


State Mutual Retains ‘39 Scale 


President Chandler Bullock of State 
Mutual Life announces that the directors 
have voted that the dividend distribution 
for 1940 and the interest payable on de- 
ferred settlements and dividends left 
with the company to accumulate shall 
be on the same basis as for 1939. 

Dividends paid in 1940 will be the 
same as those paid in 1939 on corre- 
sponding insurance policies. Interest 
credited on accumulated dividends will 
be at the same 3 percent rates as allowed 
this year. Interest on installment settle- 
ments will be at 3 percent where there is 
a withdrawal privilege and at the rate of 
3.5 percent where the beneficiary does 
not have a withdrawal right. 











North American Peoria Rally 


PEORIA — “Illinois Boosters” of 
North American Life held a regional 
meeting here, at which plans and quotas 
were set for 1940. Speakers were: Paul 
McNamara, vice - president; Charles J. 
Ashbrook, supervisor of agencies, and 
George Melberger, head of the policy 
department. John W. Hoffman, Peoria 
agency general director, presided, and 
Joseph Bruckman, Peoria, was honored 
for individual production work. 





Send 50c for Social Security booklet to 
The National Underwriter. 


By R. B. MITCHELL 








and larger quarters in the Lincoln build- 
ing, 60 East 42nd street, New York, 
giving it a more efficient base for the 
expanded activities of the coming year. 





NEW YORK MANAGERS’ PARTY 


The New York City Life Managers 
Association gave its annual party this 
week for general agents and managers 
whose offices are represented in the as- 
sociation. Sam Rosen, Union Central, 


president, was toastmaster and pre- 
sented a scroll to the immediate past 
president, Lowell Baker, Mutual Bene- 
fit. 


Discuss Best Audit Report 


The Houston, Tex., C. L. U. chapter 
discussed the audit report which will 
present most clearly to the policy 
Owner a picture of his life insurance 
property. L. D. Stark led the discussion. 
At the discussion meeting Dec. 20 
Homer G. Hewitt will analyze changes 
in the social security act. 











Send 50c for Social Security booklet to 
The National Underwriter. 
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JOHN H. MeNAMARA 
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Popular Policy Forms 
Reasonable Rates 


Licensed in Twenty-one States Including New York 


Liberal Dividends 
Low Net Cost 






APP-A-DAY 


Numerous Republic National Agents are writing an 
average of one or more applications daily with the help 
of our new and effective sales aids. 


We invite you to investigate our policies, selling plans 
and Agency contracts. There is opportunity with this 
progressive Company. 


Address Agency Inquiries to: 
M. Allen Anderson, Director of Agencies 
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THEO. P. BEASLEY 
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LIFE AGENCY CHANGES 





Vermillion to Succeed Hintzpeter 


Herman C. Hintzpeter, veteran Chi- 
cago manager of Mutual Life of New 
York, who has completed 50 years with 
the company and will be 66 years of 
age next June, will retire at his own 
request Jan. 1 and will be succeeded by 


Gifford T. Vermillion, who has been 
the Mutual Life’s Milwaukee manager 
for many years. 

Mr. Vermillion has been 23 years with 
1926 


Mutual Life and since has been 





HERMAN C. HINTZPETER 


manager of the Milwaukee agency, which 
covers much of Wisconsin and the upper 
peninsula of Michigan. He has been a 
large personal producer and has served 
his company with distinction. He is a 
substantial citizen of his state and is a 
leader in affairs in Milwaukee and the 
state, as well as being an important fac- 
tor in life insurance work. Mr. Vermil- 
lion is a forceful speaker and has been 
featured at many insurance gatherings. 
Mr. Hintzpetér celebrated his 50th an- 











INSURANCE 
SERVICES & 
EQUIPMENT 


(DIRECTORY) 


An Executive’s Index to Responsible Firms 


Coin Clocks 


COIN CLOCKS 
will help you sell 
more life insur- 
ance. 

New Low Price 
$1.99 and up. 
For full details write te: 
COIN CLOCK SEITE =. 


100 — Prospect—4th B 
Cleveland, Ohie 


Policy Wallets 


Perfect for Remembrance Advertising! 
Insurance Policy Wallets 


Black only. 7 
envelopes inside. $1 ea. or 
75c ea. in doz. lots. DeLuxe 
quality, leather lined, $1.75 
ea. or $1.50 ea. in doz. lots. 
Cash with order unless rated 
concern. 


KING’S 


1019 CALHOUN ST. 
FORT WAYNE, IND. 





























Fine leather. 

















niversary with the Mutual Life May 1 
this year. He started with the old C. 
H. Ferguson agency at Chicago in 1889. 
Mr. Hintzpeter had been an office boy 
for the People’s Mutual Accident there 
before entering life insurance. 

He came to this country from Berlin 
when he was about four years old, his 
father having died and his mother mi- 
grating to the United States. His early 
life was spent in a rural district of 


- - 





GIFFORD T. VERMILLION 


Iowa. As a youth he went to Chicago, 
becoming an elevator boy and late: er- 
rand boy in Carson, Pirie, Scott & Co.’s 
store, 

When the Darby A. Day agency of 
the Mutual Life at Chicago was divided 
some years ago Mr. Hintzpeter, who 
had been associate manager and a mil- 
lion dollar producer for many years, 
was given charge of one unit. He has 
built this to the second largest Mutual 
Life agency in the country. Besides 
being a very successful personal produ- 
cer he proved to be a fine organizer, 
building a staff of 135 full time agents 
and developing a large volume of brok- 
erage business. 


Has Tremendous Vitality 


He is a man of tremendous vitality 
and enthusiasm. His Monday morning 
agency meetings are looked forward to 
by the agents because of his personal 
inspirational messages. 

The Hintzpeter agency is credited 
with having placed $300,000,000 insur- 
ance on the books. 

Edward C. and Ervin D. Hintzpeter, 
two of his sons who have been his 
supervising assistants in the agency, are 
resigning Jan. 1 from those posts, but 
will retain their Mutual Life contracts. 





Another son, Herman C., III, is an 
agent in the office. 
Columbus Appointment 


By Northwestern National 


C. M. Roudebush has been appointed 
general agent at Columbus, O., by the 
Northwestern National Life. His agency 
will be known as the central Ohio 
agency and will have charge of several 
counties in the Columbus area. 

A native of Ohio, and a graduate of 
Ohio Wesleyan University, Mr. Roude- 
bush has been located in Columbus for 
23 years. He served for a number of 
years as executive secretary of the Co- 
lumbus Y. M. C. A. Schools, which op- 
erates the Y. M. C. A. Law School and 


| Franklin University, and under his di- 
| rection 


an extensive program of ex- 
pansion was undertaken. 


The life insurance business attracted 











Mr. Roudebush in 1933 and he resigned 
his position to join the Equitable So- 
ciety in Columbus. Later he was made 
unit manager and supervisor. 





American United Names 
McFarland at Toledo, O. 


Raymond L. McFarland, vice-presi- 
dent of the Toledo Association of Life 
Underwriters, and former assistant gen- 
eral agent in Toledo of the Equitable 
of Iowa, has been named general agent 
in charge of the new Toledo, O., agency 
of the American United, Life, with of- 
fices at 1415 Second National Bank 
building. Formal reception and open- 
ing of the new agency was held Mon- 
day with H. V. Wade, vice-president, 
and Carl Routt, assistant agency direc- 
tors, present. A dinner was given hon- 
oring the two home office officials, 
attended by 15 agents and their wives. 
Associated with Mr. McFarland is his 
son, R. L. McFarland, Jr., secretary of 
the agency. 





Texas Life’s Appointments 


T. R. Casey has been appointed sup- 
ervisor for Austin and vicinity by the 
Texas Life. He formerly was with 
West Coast Life at San Antonio. E. L. 
Swindoll is promoted from supervisor 
at Corpus Christi to a similar post at 
Fort Worth. 


Healey Is Cedar Rapids Manager 


George B. Healey, formerly of Du- 
buque, has been appointed manager of 
the Cedar Rapids, Ia., agency of the 
Union Central Life. It is the fourth 
Union Central agency to be opened in 
Iowa. 








Name Norton at Corpus Christi 


R. H. Norton has been appointed 
general agent at Corpus Christi, Tex.. 
by the United Fidelity Life. He was 
formerly president of Saxet Life, local 
mutual aid association of Corpus Christi. 





General American Appointments 


H. W. Pipkin has become general 
agent of the General American Life in 
Knoxville, Tenn. He was formerly dis- 
trict manager at Johnson City, Tenn., 
and later for a time was general agent 
in Louisville. His nephew, L. B. Jones, 
is associated with him. 

Ausmus is new general agent 
at Marshall, Tex. He is well known in 
Texas. 


Equitable of Iowa Toledo Change 


C. S. Hadley, formerly of Gary, Ind., 
has been appointed general agent in To- 
ledo, O., by the Equitable of Iowa, suc- 
ceeding Fred Zweifel, who is a past 
president of the Ohio Association of 
Life Underwriters. 








Leist Is Wausau General Agent 


E. J. Leist, Milwaukee, has gone to 
Wausau, Wis., to become general agent 
of the Great Northern Life. He re- 
places C. C. Raisbeck, who recently was 
promoted to general agent in Milwau- 
kee to succeed the late August Tetting. 
Mr. Leist was long associated with the 
Tetting agency in Milwaukee. 





NEWS BRIEFS 


W. M. Pavillard has been named gen- 
eral agent of the Midland Life at Ama- 
rillo, Tex. 

W. M. Bobo, formerly an agent of 
the Bankers Life, Tiffin, O., has become 
supervisor of the Connecticut Mutual 
Life for north central Ohio, with head- 
quarters at Tiffin. 

The Western Reserve Life of San 
Angelo has appointed B. F. Allen east 
Texas supervisor at Tyler. He was 
formerly with the Central Life of IlIli- 
nois. 

M. L. Hansard, for four years an 
agent of American National of Galves- 
ton, has been appointed general agent 


at El Campo, Tex., by the Republic Na- 
tional of Dallas. 

The Equitable Society has appointed 
J. J. Jensen district manager at Corpus 
Christi, Tex. 








SALES MEETS 





Anderson Heads Ordinary Group 


N. Anderson of Baltimore was 
elected president of the new association 
of managers of ordinary agencies of the 
Life of Virginia at a three-day meeting 
in Richmond. Other officers elected 
are: C. S. Caldwell, Oklahoma City, 
vice-president; J. D. Shafer, Dayton, O., 
secretary-treasurer. These officers with 
the following comprise the advisory 
committee: C. C. Ward, Rocky Mount, 

G.; J; Hatry Wynee, Fort Worth, 
Texas: C. C. Hall, Richmond; A. M. 
Hundley, Roanoke, Va. 


B. M. A. Has Indiana Meeting 


J. C. Higdon, vice-president Busi- 
ness Men’s Assurance, addressed a sales 
congress attended by more than 50 In- 
diana agents in Indianapolis, Noel Iams, 
Indiana manager, presided. 


Columbus Mutual Mich. Rally 


Michigan sales volume of the Colum- 
bus Mutual Life so far in 1939 is ap- 
proximately double that for the same 
period of 1938, Myron Hawkins, Char- 
lotte, president of the Michigan State 
Columbus Mutual Life Club, announced 
at a joint dinner of Jackson and Lans- 
ing clubs in Lansing. Agents from 
Charlotte, Grand Ledge and Almo also 
attended. 

George Dobben of Jackson and Elmer 
Newark, Lansing, both state club offi- 
cers, discussed “Time Control.” 





Fifty-five northeast Iowa agents of ' 


the State Farm companies held an all- 
day meeting in Waterloo, Ia., under the 
direction of J. M. Briden, district super- 
visor for northeast Iowa. Steg- 
ner, agency supervisor life division, and 
Louis Kelehan, Des Moines, _ state 
director, attended. 








RECORDS 











Great-West Life—In a new business 
drive in November in honor of President 
G. W. Allan, a new record of over 3,100 
individual sales was established. A. H. 
Thorndycraft, Winnipeg, and A. 5%. 
Boxer and’ J. W. Harris, both of Saska- 
toon, shared top honors for individual 
achievement. Winnipeg and Saskatoon 
led all agencies. Leading agency in the 
United States was that of E. M. 
Schwemm, Chicago, which agency leads 
the entire company for the year to date. 

Bankers Life, Iowa—In a series of 30- 
day campaigns, salesmen wrote more 
than $7,500,000 of new business honoring 
President Gerard S. Nollen and Vice- 
president W. W. Jaeger. As the cam- 
paigns ended in each of the company’s 56 
agencies, either President Nollen or 
Vice-president Jaeger conducted a meet- 
ing of the agency. The final campaign 
ended in the Des Moines agency Nov. 
29. Director of Agencies W. F. Win- 
terble and Superintendent of Agencies 
M. E. Lewis assisted at the various 
agency meetings. 





Connecticut General in Arkansas 


Connecticut General Life has been li- 
censed in Arkansas for life and health 
and accident. 


B. H. Demarest, Lansing, Mich., dis- 
trict manager Bankers Life of Iowa, has 
been elected president of the Lansing 
Exchange Club. 


E. J. Wilson, life agent, spoke on 
“Making Selling Simple” at the Seattle 
Blanket Club’s annual meeting. 























ee fence goa 






































































































































as 
n li- 
ealth 


dis- 
, has 
ising 


> on 
attle 








ak § 











December 8, 1939 


LIFE INSURANCE EDITION 








NEWS OF THE COMPANIES 





Reserve Loan Life 
Deal Perfected 


The Reserve Loan Life of Texas has 
been incorporated with home office at 
Dallas, and licensed to transact busi- 
ness. The purpose of the organizers, 
who are principal owners of the Reserve 
Loan Life of Indianapolis, is to rein- 
sure the business of the latter company 
and remove the home office to Dallas. 
Officers of the Texas company are: 
President, B. J. Wynne of Dallas, a 
brother of T. L. Wynne of Murchison 
& Wynne, who own control of the In- 
diana company’s stock; secretary, Trux- 
ton Shaw, and treasurer, J. H. Rankin, 
both of Dallas. The company has $200,- 
000 capital and $50,000 cash surplus. 

While steps toward reinsurance of 
the Indiana company by the Texas cor- 
poration will no doubt soon be taken, 
the routine of final accomplishment 
would require at least 60 days after the 
first move has been made. It is under- 
stood that all present employes of the 
Reserve Loan Life of Indiana have 
been offered positions with the Texas 
company if they are willing to move to 
Dallas. 

If and when the transfer is made, the 
Texas company will deposit the legal 
reserve on outstanding business with 
the Texas department on the same basis 
as the similar deposit is made with the 
Indiana department, as required by the 
law under which the company operates. 


Statement by F. H. Davis 


Frank H. Davis of the actuarial firm 
of Haight, Davis & Haight, Indian- 
apolis, who has largely represented the 
interests which took over control of the 
Reserve Loan Life of Indiana from the 
old management in October, 1937, and 
is president, expressed himself as highly 
gratified with the outlook for the inter- 
ests of the policyholders under the 
Texas group management. 


“Two years ago,” Mr. Davis said, 
“the situation with the Reserve Loan 
Life was indeed critical. Impairment 


threatened and the necessity for inter- 
esting new and sufficient capital to re- 
establish the company on a_ securely 
solvent basis was apparent. Control had 
been acquired by interests identified 
with the Fidelity Insurance Company, 
Atlantic City, and they are entitled to 
credit for their efforts and success in 
enlisting the interest of Murchison & 
Wynne of Texas, which resulted in their 
purchase of the stock control of the 
company. 

“Several months ago the capital was 
increased to $265,000 and a substantial 
surplus set up through payment into the 
company’s account of cash and securi- 
ties acceptable to Indiana and several 
other interested insurance departments. 
To this will now be added the $250,000 
capital and surplus of the Texas com- 
pany when the reinsurance is completed. 
It is our understanding that it is the 
purpose of the new owners to conduct 
the business actively with the idea of 
establishing a sound and successful com- 
pany in Texas. Much of the Reserve 
Loan Life’s business was written in 
Texas and in other southern states and 
the transfer of the home office to that 
state will facilitate the servicing of 
much of its business.” 

The Reserve Loan Life began busi- 
ness in 1897 as an assessment associa- 
tion in Indiana before it was possible 
to incorporate a company on a legal re- 
Serve basis, for lack of authorizing 
Statute. In 1901 it was reincorporated 
as a mutual legal reserve company and 
in 1909 became a stock company. Con- 
trol continued in the hands of the found- 
ers or their heirs until the purchase of 
control by the Atlantic City interests. 
t has about $55,000,000 in force. 


COMMISSIONERS CONFER 


EDGEWATER PARK, MISS— 
Commissioner Newbauer and Actuary 














Lloyd Thomson of the Indiana depart- 
ment and Commissioner Woodward and 
Actuary George Van Fleet of the Texas 
department conferred at the commis- 
sioners’ meeting here on the Reserve 
Loan Life deal. So far the reinsurance 
agreement has not been submitted Lut 
Commissioner Newbauer stated if it 
preserves the policyholders rights and 
does not conflict with the Indiana laws, 
he would approve it. The new owners, 
he said, had put in $750,000. He and 
Commissioner Lucas of Missouri went 
to Dallas, investigated the reputation of 
the purchasers and the securities they 
put vp. They were satisfied he said 
that everything was entirely proper. He 
added that since the new management 
took hold there had been an improve- 
ment in the company’s condition. 





Examination Report on 
Pilgrim National Life 


The Illinois department has issued its 
report on the examination of the 
Pilgrim National Life with head office 
at 166 West Jackson boulevard, Chicago, 
as of Dec. 31. It showed assets $100,841, 
legal reserve $84,057, surplus $7,161, in- 
surance in force $1,822,236, new busi- 
ness last year $858,776, revived $22,491, 
premiums $74,674, total income $86,909, 
paid policyholders $23,143, total dis- 
bursements $61,310. The report states 
that the cash position is well maintained, 
claims are settled. promptly and in full 
accord with the terms of the policy. 
Gains have been effected each year from 
mortality experience and acquisition 
costs have been within statutory limita- 
tions. The main officers are J. W. Wel- 
don, president and treasurer; Dr. W. D. 
McNally, vice-president and medical di- 
rector; W. D. Hunnell, agency manager, 
and G. L. Lutterloh, assistant secretary 
and auditor. It is a mutual stipulated 
premium company. It operates only in 
Illinois. It insures both white and 
Negro risks, using the American table 
3% percent interest for its net rate basis. 
There are 30 full and part time agents. 
A total and permanent disability benefit 
is written in connection with life cov- 
erages and is restricted to waiver of 
premium and nominator benefits. 

Rates charged for disability benefits 
for female risks are one and one-half 
times those charged for males. 


BMA Traces First Three 
Decades in Handsome Book 


Business Men’s Assurance has pub- 
lished a handsome, illustrated volume, 
“The First Three Decades.” It sketches 
the history of B. M. A. from its incor- 
poration, June 28, 1909, in intimate, 
friendly fashion, until 1938 when assets 
were $17,800,142, total income $6,200,157 
and life insurance in force $116,230,104. 
The volume is illustrated in most at- 
tractive style and it is a work of tech- 
nical excellence. There is a full page 
picture of W. T. Grant, the president 
and founder, and there is set forth the 
story of his romantic career. 


Price Has Another Big Month 


November was, as usual, a big month 
for Julian Price, president of Jefferson 
Standard Life. This month is the out- 
standing one of the year for the agents 
because it is the birth month of Presi- 
dent Price. 

Following an annual custom the field 
force staged its yearly production trib- 
ute in honor of Mr. Price’s birthday 
and rolled up the largest volume of busi- 
ness for any month so far in 1939. 

On Dec. 1, members of the home of- 
fice staff staged a big birthday party for 
Mr. Price at the company’s country 
club. 


Agricultural Trust Dissolved 


LANSING, MICH. — The Michigan 
department has been informed that the 
voting trust formed by the late Bruce 














B. Brady to control the Agricultural 
Life of Detroit, now under a conserva- 
torship, is being voluntarily dissolved 
and the stock is being distributed among 
the widely scattered owners. The Gen- 
eral Title & Trust Company of Cleve- 
land held voting rights on 51 percent 
of the Agricultural’s stock under the 
setup organized by Brady. 

Department officials were reticent as 
to whether any early developments are 
likely as regards the conservatorship. 
Commissioner Emery is conservator 
and L. W. Schleh is actively in charge 
for the department. 


Parkinson in Chicago Talk 
Raps New Deal Policies 


Reduction of the public debt and cur- 
tailment to a reasonable point of the 
centralization of government, were 
urged by T. I. Parkinson, president 
Equitable Society, in a talk at Chicago 
this week before the American Society 
of Farm Managers & Rural Appraisers. 
He said new deal policies are opening 
the door to a flood of foreign agricul- 
tural products and closing it against the 
sale of American products abroad. This 
has a harmful effect, not only to farmers, 
but to those who invest in farm prop- 
erties, such as the life insurance com- 
panies, he said. 

The life companies have a big stake 
in American farms through first mort- 
gages they have bought, and as trustees 
of their policyholders’ funds they are 
vitally interested in making these invest- 
ments safe. 

The new deal’s easy money policies 
are harmful to the interests of life in- 
surance policyholders and savings bank 
depositors, he said, and reciprocal trade 
agreements with other countries are 
harmful to the American farmers. Mr. 
Parkinson made the point that the fed- 
eral easy money with its low interest 
rate and government obligations financed 
by short term, tax exempt notes serve 
to give away with one hand while tak- 
ing back with the other. Subsidy pay- 
ments to American farmers, he said, 
may be used as a weapon to secure more 
governmental domination over agricul- 
ture. 

While in Chicago Mr. Parkinson con- 
ferred with Walter Gotschall, director 
of agencies there in charge of the west- 
ern territory. 

Henry C. Hall, assistant supervisor of 
farm loans for Connecticut Mutual, 
spoke on the “American System of Ap- 
praisal and Its Relation to Life Insur- 
ance Farm Loar Requirements.” 

“The loan committee of a life insur- 
ance company,” said Mr. Hall, “seeks 
assurance, which is brass-bound and 
copper-riveted, of the ultimate return of 
the dollars put at risk in the farm mort- 
gage field. The individuals who com- 
pose these committees deeply feel their 
obligation to invest the widow’s and 
orphan’s dollar safely. Safety is the 
paramount issue in the approval of loan 
applications.” 





Fidelity Mutual Veterans 


Forty-one of the 47 members of the 
Twenty-Five Year Club of the Fidelity 
Mutual Life were entertained by Presi- 
dent Walter LeMar Talbot at the head 
office. It was the 11th anniversary din- 
ner. 

J. Russell Sykes, vice president and 
ccmptroller, was toastmaster, calling 
upon various committees to report. 
Three new members, including George 
H. Wilson, vice-president and general 
counsel, were welcomed by Mr. Tal- 
bot, with appropriate verse and the un- 
veiling of their life size photographs. 

The average length of service of the 
38 active members of the club is 37 
years. Following the dinner, the club 
attended in a body the fall production 
of the Fidelity Footlighters under the 
direction of Miss Elsie Ullrich. The 
lead part was taken by Joseph Walker 
of the head office staff. 
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IN THESE DAYS 
MOST AGENTS NEED 
FINANCIAL AID IN 
) DEVELOPING TERRITORY 


| We have the plan to assist 
you together with a liberal 
commission and renewal con- 
tract. 


With our complete line of Life, 
Accident and Health Policies it 
makes a desirable connection. 


We invite men with clean rec- 
ords to send for our plan. Ter- 
ritory open in Wisconsin. 
Minnesota, Michigan, Illinois 
and Indiana. 
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Social Security Plan 
Called Uncertain 


Despite the federal social security act, 
life insurance sold by private companies 
still is the only plan whereby the aver- 
age man can know to the penny and to 
the day the exact amount of old age in- 
come he will receive, R. G. Pope, man- 
ager statistical department Equitable 
Reserve, Neenah, Wis., stated in an ad- 
dress at a meeting of the Fraternal 
Underwriters Association of northern 
Wisconsin and upper Michigan at Wau- 
sau, Wis. 

“When we deal with contingencies as 
certain as old age, we want to deal 
with it in a certain manner. It is im- 
possible to anticipate a given amount 
of income under the government plan. 
The ultimate amount is still most un- 
certain. The exact amount of the death 
benefit also is unpredictable.” The act 
specifies, Mr. Pope said, that it is sub- 
ject to future changes. “You have no 
contract with the government,” he com- 
mented. “The government promises you 
nothing. Don’t allow yourself or your 
prospect to believe that the established 
scale of benefits, as now amended, will 
be the scale in the days of your or his 
retirement. 

“It is vastly important to every indi- 
vidual under the act that he provide ade- 
quate protection which can be used to 
bridge the gap between the time he may 
be forced by circumstances over which 





he has no control, to retire from active 
work, and the time he reaches age 65 
and his old age pension begins. 


Must Not Ignore Scheme 


“Therefore, in our programming I be- 
lieve we should always take social 
security into consideration. By so do- 
ing we can’conclusively prove to our 
prospect the uncertainty of the gov- 
ernment plan. 

“One of the best approaches now is 
along the line of increased old age bene- 
fits through life insurance. Any person 
who is fully insured—that is, has 40 
quarters of covered employment — can 
stop work at any age and still his pen- 
sion will start at age 65. The amount 
to be gained by remaining in employ- 
ment, that is, from the amount to be 
received as a pension, is really negli- 
gible. 

“There is no provision under the act 
for assigning benefits, using benefits as 
security for loans, or borrowing from 
the government on the reserves the in- 
dividual may have accumulated. Yet one 
of the greatest needs every family must 
provide for is to have some avenue of 
available cash in case of emergency. 
Here again life insurance fills a need not 
included in social security. 


No Good as Collateral 


“An individual may reach age 64, and 
be eligible for a pension one year hence, 
but no matter if he may require an op- 
eration or desperately need money for 
any reason, he cannot borrow one 
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THE PRAETORIANS 


National Headquarters—Praetorian Building 
DALLAS, TEXAS 
ORGANIZED—1898—OVER FORTY YEARS OF 
INSURANCE SERVICE 
FRATERNAL LEGAL RESERVE 
LIFE INSURANCE on standard forms, ages 
0 to 60. Amounts $200 to $20,000. 
Operates strictly on the LEGAL RESERVE 
PLAN. Realizing that it is the LEGAL 
RESERVE that puts the safety under polli- 
cies regardless of whether the system is Stock, 
Mutual or Fraternal. 


If it is LEGAL RESERVE, the strength is 
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penny. Or he may be a man of 35 who 
is fully insured, having been in covered 
employment for 10 years, but he can- 
not borrow on his reserves to buy a 
business, a home, finance a child’s educa- 
tion or even to take a much needed 
rest. 

“Only widows with dependent chil- 
dren or those over 65 receive benefits. 
Unless men understand that fact, serious 
and tragic situations will develop. A 
woman past 45 has almost no chance of 
securing work that will pay her a living 
wage. If her children are past the age 
of 18, she must therefore depend upon 
them, and yet most young people from 
age 18 to 25 find it difficult enough to 
support themselves.” 


Lutheran Brotherhood Puts 
Out Attractive Brochure 


A splendid job of editing and typo- 
graphical layout was done on a 16-page 
magazine size pamphlet by officials of 
the Lutheran Brotherhood of Minneapo- 
lis. This was sent to members, giving 
an unusually fine picture of the society, 
its officials and their activities. A brief 
history of the society was given, with 
pictures of the incorporators and an 
honor roll of charter members. Pictures 
were presented of H. L. Ekern, presi- 
dent; J. A. O. Preus, board chairman; 
L. L. Johnson, executive vice-president; 
P. O. Holland, first vice-president and 
director. In the center was a two-page 
layout showing a large picture of the di- 
rectors gathered around the table. Other 
features were testimonials from charter 
members, a two-page map showing po- 
tential business among Lutherans in the 
United States, greetings from directors, 
an article on Boy Scout activities, pic- 
tures of 36 of the 44 general agents in 
the 26 states, District of Columbia and 
Canada where the society operates, 
charts showing benefits paid, policies is- 
sued, forms in which assets are invested, 
financial statement, the society’s growth. 
its advertising program, and a_ final 
message from President Ekern. Mr. 
Fkern was editor of the publication. P. 
O. Bersell. associate editor. and F. C. 
Mueller, assistant editor. 

Lutheran Brotherhood was 21 years of 
age in September, which was the occa- 
sion for publishing the pamphlet. This 
was a special copy of “The Bond,” the 
society’s publication, which is 16 years 
old 


Stage Insurance-Realty Debate 


Stuart R. Strong, president of the Life 
Underwriters Association of Portland, 
Ore., debated with Chester A. Moores, 
past president of the Portland Realty 
Board, on “Which Is the Better Medium 
for the Investor—Life Insurance or Real 








New Minnesota 
Handbook Issued 


The Underwriters Hand-Book of Min- 
nesota came from the press of Tue 
NATIONAL UNDERWRITER this week. This, 
the 20th edition, is a veritable mine of 
information on insurance in Minnesota 
and is invaluable to those who are in- 
terested in insurance in the state. 

Besides the regular information given 
about the agents in the state—name, 
members of the firm, address, other 
business transacted, if any, names of 
companies represented, date established, 
etc., all arranged alphabetically by towns 
—the new book gives complete data 
about the companies operating in the 
state showing their officers, financial 
statements, field men and general agents, 
record of business for several years, 
lines written and other miscellaneous 
data such as names of insurance ad- 
justers, resume of laws pertaining to 
insurance, short rate tables, town classi- 
fications as to fire protection, lists of 
field men and general agents alphabet- 
ically arranged for easy cross-reference 
and lists of insurance organizations 
with officers and addresses. 


License Lists Show Growth 


The growth of Minnesota insurance- 
wise is found in comparing the num- 
ber of licenses secured from year to 
year by the compilers. In 1936, for ex- 
ample, there were 41,156 agents licenses 
received. In 1939 there were 46° 
gain of 5,165 during the past four 
years. The largest increase came in 
the stock casualty field where there 
were 7,974 in 1936 and 9,660 in 1939— 
a gain of 1,686. The mutual fire li- 
censes gain was nearly as great, 1,638, 
going from 5,211 to 6,849. Stock fire 
remains about stationary with 20,154 this 
year compared with 19,945 in 1936. Mu- 
tual casualty gained 574 from 2,839 in 
1936 to 3,413 this year. 
of the gains in the mutual fire licenses 
are among the agents of the local com- 
panies while the casualty companies gains 
are scattered among all the companies 
operating in the state. During the same 
period the total casualty premiums in 
the state have increased from $21,257,- 
617 to $23,974,867 while the total fire 
premiums have increased from $16,129,- 
703 to $18,684,059. 

This new book brings together 1"- 
der one cover in condensed, carefully 
indexed, concise form the complete data 
on Minnesota insurance-wise. 





R. D. Stearns, district manager Penn 
Mutual Life, Saginaw, Mich., traced the 
history of life insurance to fellow Rota- 
rians there. 
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STOCKS 


H. W. Cornelius of Bacon, Whipple & 
Co., 135 South La Salle street, Chicago, 
gave the following stock quotations for 
life companies as of Dec. 5, 1939: 





Par Div.* Bid Asked 
Aetna Life .... 10 1.35* 32 34 
Central, Tl. .... 10 note § 11 
Cent. States Life 5 es 1% 2% 
Colum atl. L.100 ae 68 72 
Conn. Genl. .... 10 80 28 30 


Contl. Assurance 10 39 
Federal Life .. 10 aeabe 4% 5% 


Great Southn. L. 10 1.30 19 21 
Kan. City Life.100 16.00 350 400 
bite @ Cas...... 3 .50 Ad 12 
Lincoln Natl.... 10 1.20 29 31 
No. Amer. Life. 2 pret 24% 3 
N. W. Nat. Life 5 .30 11 13 
Ohio Natl. Life. 10 1.25 23 25 
Old Line Life.. 10 -60 10% 12% 
Spn Life, Can. .100 15.00 290 320 
Travelers ....- 100 450 465 


Union Cent. Life 20 
Wis. National.. 10 
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Sales Ideas and Suggestions 















Definiteness Greatest Need 
of Agents, “Millionaire” Says 





Two millionaire producers addressed 
the annual sales congress of Heifetz 
and Hastie agencies of Mutual Life of 
New York, Chicago. These were Louis 
Behr of the Equitable Society in Chi- 
cago, many times a millionaire and orig- 
inator of the Behr prospecting plan 
published by the “Diamond Life Bulle- 


tins,’ and Thomas D. Harvey, president | 


of the Heifetz Field Club. Mr. Harvey 
was a protege of Clay Hamlin, famous 
millionaire general agent of Mutual 
Benefit Life at Buffalo, N. Y., and a 
leading agent with that office until he 
went to Chicago two years ago. 

In his talk Mr. Harvey brought out 
the work principle phrased by Mr. 
Hamlin, “The beginning of definiteness 
is the end of confusion.” 


Urges Control of Thinking 


“Certainly this is a fundamental 
truth,’ Mr. Harvey said, “and. the 
sooner we definitize our own activity, 
control our own thinking and convince 
ourselves that we are engaged in the 
finest business in the world; that we 
must work intelligently and divest our 
thoughts of the belief that ‘business is 
hard to get’ or that economic uncer- 
tainty can in any way influence our 
thinking adversely, the sooner success 
will be a reality and not a mere vision. 
Hard work to be effective must be per- 
formed intelligently, courageously and 
expectantly, and that word ‘expectantly’ 
cannot be overemphasized. 

“The law of attraction is infallible. 
We invariably attract exactly what we 
expect; faith in good attracts good, 
courage, success and lasting happiness. 
If we have doubts and fears of any 
kind, we are bound to reflect them in 
our attitude toward the people we come 
iu contact with, and certainly such an 
attitude cannot make for success. We 
are limited only by our own thinking. 


Self-discipline Essential 


“If we could rigidly discipline our- 
selves to carry out some one definite 
Program which we have perfected, 
which we are confident is sound, and 
one which permits us to believe enthu- 
Siastically in ourselves, the volume of 
business produced would be beyond 
comprehension. We should never sit 
down, look back and say, ‘I am satis- 
fied.’ On the contrary, we should look 
ahead and strive to do more tomorrow 
than we did yesterday. 

“In this life we either discipline our- 
selves or we are disciplined by the 
world. Men succeed mostly because of 
the determination to win. In our busi- 
ness we need determination to sell; we 
need determination to carry on, day in 
and day out. Experienced managers tell 
us that men who do this have no prob- 
lem. If we lose a case, are we discour- 
aged? Or do we view it in the light of 
an experience that has better equipped 
us to meet and conquer the next one?” 

Mr. Harvey said the public is de- 
manding three outstanding qualities of 
life insurance men today. These are 
frankness, brevity and ideas of value. 


Frankness Very Desirable 


“Frankness,” he said, “unequivocally 
Stating that we are in the life insurance 
business and that we are there to sell 
life insurance. Naturally this presup- 
Poses an effort on our part to assist our 
Prospect in determining just exactly 
what his needs are. We do not have to 
apologize for this business. We do not 
have to use subterfuge to obtain inter- 
views, nor any of the more indirect 








methods of selling. We must be honest 
and frank and feel the confidence we 
are trying to inspire in our prospect. 

“Brevity can come only from careful 
preparation, by spending perhaps an 
hour of real thinking for every five min- 
utes we spend in the presence of our 
prospect. Such concentrated study will 
simplify our thinking and increase our 
power and selling ability. It follows 
that we will then be entitled to the 
advantages which will be ours in the 
closing interview. The low pressure 
selling of high pressure ideas is the 
thing that will make sales, and that has 
been adequately demonstrated by many 
who have gone before us in this busi- 
ness. 


Propose Valuable Ideas 


“The public has a right to expect 
ideas of value. The popularity of life 
insurance salesmen will increase in pro- 
portion to the value of the ideas that 
are created and perpetuated. Our ideas 
can be of value only when we become 
familiar with the situation of our pros- 
pects, when we know something of the 
things they hope to accomplish. It has 
been the general experience of success- 
ful producers that most men if given an 
opportunity are glad to discuss their 
situation frankly. Perhaps if we ques- 
tion our prospects more, instead of tell- 
ing them what they ought to do, and 
give them a chance really to think and 
seek the truth about their situation, they 
may be able to discover facts about 
themselves which are not satisfactory. 
Then we are placed in the position of 
knowing exactly what their needs are, 
thus eliminating guess work and propos- 
ing only ideas which will be of definite 
value to them, and which will accom- 
plish whatever their economic objectives 
may be.” 


Gives Four Work Suggestions 


Four suggestions for successful pro- 
duction were given by Mr. Harvey, 
these being an objective, daily sched- 
ules, definite selling plans and mainte- 
nance of records. The objective should 
be written and revised quarterly, he 
said. It should tell what is intended to 
be done and how to do it, and should 
include plans of study and contacts for 
the purpose of increasing the agent’s 
vision, knowledge of life and the busi- 
ness and his financial stability. He 
urged considering only the first year 
commission as earnings and treating re- 
newals as capital. This will automatic- 
ally force the agent to do more business 
each year. Selling plans should be writ- 
ten and revised frequently, at least quar- 
terly, he said. There should be a min- 
imum of one plan and eventually three 
or four. 

Mr. Harvey concluded that while the 
majority of people have the courage to 
meet a big crisis, many do not have 
what it takes to carry out daily rou- 
tines. This can be developed, he said, 
and those who learn the lesson are suc- 
cessful. 


Behr Tells His Methods 


Mr. Behr sketched his methods of 
operation, telling what he says to the 
prospect on the first interview. He in- 
forms the prospect he wants five min- 
utes of the man’s time and if he stays 
any longer it will be the - prospect’s 
fault. He then shows a sample chart 
bearing fictitious names to indicate the 
type of work that he does. He informs 
the prospect that he expects to interest 





him to the point where he can secure. 


the man’s policy for analysis. On this 
interview he secures all the data pos- 
sible about the man and his family and 
business and also gets a commitment 
on the man’s minimum objective in life. 

Back at the office, Mr. Behr prepares 
two charts, one being a program based 
on the present insurance and the second 
based on the minimum objectives which 
the man had formulated. On the second 
interview the comparison of these two 
charts serves to emphasize in the ma- 
jority of cases how greatly deficient is 
the man’s life insurance provision. 

Mr. Behr showed his programming 
sheet at the convention and explained 
that if the program is properly prepared 





the prospecting problem is answered, 
for the prospects crop up automatically 
through use of the “references” column 
in the work sheet. 

Guest speakers included C. C. Coy- 
ner, another Chicago manager of Mu- 
tual Life; Warren Stinson, in charge of 
inspections for Mutual Life in Chicago; 
L. M. Means, who holds a similar post 
at Indianapolis, and Dr. P. C. Waldo, 
medical referee at Chicago. 

Managers Samuel Heifetz and John 
R. Hastie spoke at the banquet, as did 
Messrs. Harvey and Stinson and W. G. 
Warren, manager of the Mutual Life 
clearing house in Chicago. The film 
“Yours Truly—Ed Graham” was exhib- 
ited. 








Conversational 


Knowledge 


of Assured’s Line Is Asset 


NEW YORK.—Fully as important 
as technical knowledge in programming 
is the background which makes it pos- 
sible to converse intelligently with the 
prospect in his own language and there- 
by generate a confidence which makes 
him willing to do business, said G. G. 
Terriberry, New York City, one of Mu- 
tual Benefit Life’s top producers, in 
his address in the New York City Life 
Underwriters Association’s educational 
course. 

Mr. Terriberry said that he seizes 
every opportunity to learn details of the 
work in which his new prospects might 
be engaged and that usually insurance 
is not discussed until late in the con- 
versation. In this way the agent makes 
an impression on the prospect and is not 
regarded as just another life insurance 
agent. Mr. Terriberry suggested a 
course of outside reading in trade jour- 
nals in whatever field one’s prospects 
are to be found. 

On the technical side, he said one 
cannot just ask for information and 
here again the background of knowl- 
edge in the prospect’s field of work 
helps bring out necessary facts about 
his situation in an indirect way. The 
agent must find out who the beneficiaries 
are to be, what minimum income is to 
be provided, what there is to provide 
it with, not only in life insurance but 
from the general estate, what arrange- 
ment have already been made, and 
whether the prospect is under social se- 
curity. Mr. Terriberry warned against 
asking the prospect how much he makes 
or how much he spends, since most 
people spend all they make and some- 
times more and the information is not 
essential in programming since it is the 
situation of the beneficiaries and not of 
the insured that is in question. 

Even if the answers to the prospect’s 
situation are obvious, the agent should 
resist the temptation to give them on 
the same interview in which he receives 
the information. Mr. Terriberry said 
that the thing to do is to tell the pros- 
pect his situation is a very interesting 
one and that it requires a little study. 
The agent then makes the appointment 
to show him the analysis, promising to 
make it in topical form so it will be sim- 
ple. The agent then uses this as a basis 
for his explanation. 

Mr. Terriberry said that it is a good 
idea, when getting the information, to 
ask the prospect if it would be all right 
to telephone him if there are any further 
questions that come up. The prospect 
always says yes and this leaves the way 
open for asking questions which the 
agent may not consider it tactful to ask 
at the interview. 

It is not necessary to ask a specific 








question about taxes, since the question 
concerning the general estate will show 
whether there is a tax problem, Mr. Ter- 
riberry pointed out. If there is a tax 
problem it can be brought up on the 
second interview. 





Seven Points on 
Which to Check 


TORONTO—Seven points on which 
each policyholder should be checked 
were suggested by Frank L. McFarlane, 
Aetna Life, Cleveland, before the To- 
ronto Life Underwriters Association. 
Mr. McFarlane suggested each agent 
have a book with one page devoted to 
each client. The following items should 
be listed and later developed by per- 
sonal contact: 

1. Has the client all of his insurance 
programmed? 

2. Have I given him a complete pol- 
icy-record book? 

3. Has his wife adequate life insur- 
ance? This is an ultimate view, for 
first the husband has to be covered 
thoroughly and his program of shelter, 
food and clothing fur his dependents 
has to be completed before there is any 
question of insurance for the wife. 


Possibility of Insurance on Children 


4. Is he in a financial position to take 
out insurance on the lives of his chil- 
dren? 

_ 5. Could he be interested in business 
insurance? 

6. What are the chances of group in- 
surance in the client’s firm? 

7. A list of the client’s incompleted 
insurance plans in the way of annuities, 
etc. 

He urged that agents develop busi- 
ness by contacting advisers in finance, 
brokers, trust officers, tax consultants, 
attorneys, auditors, etc. “Let these peo- 
ple know you are in a position to help 
them in their work, possibly on points 
of insurance on which they are apt to 
be vague. You may be able to help 
them on the fine points of business in- 
surance. After helping them, they, in 
turn, may be useful to you.” 

Agents must establish the number of 
clients needed for a successful business 
and then keep that number up. It is 
generally assumed that clients buy in- 
surance Once every three or four years. 
“Play safe,” Mr. McFarlane said. “Con- 
sider that they buy once every five 
years, so that if you have 500 clients 
you can count on at least 100 sales per 
year. By doing this it is possible to 
sell $1,000,000 worth of insurance an-: 
nually.” —~ 
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Take Half of Cash 
Values for Telling 
Insured About Them 


(CONTINUED FROM PAGE 2) 


cash values are unlikely to be over- 
looked. Also, where an ordinary policy 
is given up there is usually either sur- 
render for cash or a maximum loan. 
Most of the cases arise where an indus- 
trial policy, without cash value at the 
time of lapse, has acquired a cash value 
status but the policyholder has moved 
away and lost contact with the issuing 
company. 


Liberalizations Open the Way 


Most of the opportunity for this new 
type of counsellor arises from the re- 
troactive liberalizations that some indus- 
trial writing companies, notably the Met- 
ropolitan and Prudential, have put into 
policies already issued. The’ result is 
that a number of policyholders have 
cash surrender benefits in their policies 
which are not set forth in the policies 
themselves and if these insured have 
lost contact with the company there is 
a large chance that they will not know 
of the cash option that is open to them. 

For example, a Metropolitan industrial 
policyholder whose contract was issued 
in 1934 and who permitted it to lapse 
three years later would not have been 
entitled to any cash surrender value at 
that time. However, this year, or five 
years since the policy had been issued, 
he would be entitled to a cash value as 
an alternative to continuing the lapsed 
policy on a paid-up insurance basis. 

A somewhat similar situation arises 
with Prudential policies where lapsed 
endowment policies have run the full 
term of the endowment period. The 
Prudential also pays a cash value on 
lapsed policies running on extended in- 
surance if they have been in force long 
enough, even though the policy was not 
entitled to any cash at the time of sur- 
render. 


Needle in Haystack 


Unless the policyholder is still on the 
debit or is otherwise readily discover- 
able it would be like looking for a 
needle in a haystack to locate such 
cases. There is little the companies can 
do in the way of notifying this type of 
orphan policyholder without entailing an 
expense far out of proportion to the 
sums involved. Many of these policy- 
holders would not be reached no matter 
how much advertising or research were 
done. 

For some time the Metropolitan nd 
Prudential have been issuing booklets to 
their agents giving the names and policy 
numbers and last postoffice addresses in 
the case of endowments past maturity 
date or where the insured’s age would 
be sufficiently advanced to justify the 
presumption that he is dead, but even 
so not all are located. 


No Guide But Consciences 


Since the companies cannot spend 
more than a reasonable amount to locate 
the policyholders who may be ignorant 
of cash that is due them, and since they 
cannot use their policyholders’ funds for 
this research, the counsellors specializing 
in this work have practically a clear field 
with nothing except their consciences 
and the force of competition to limit the 
charges they make. 

For some reason most of them seem 
to have hit upon 50 percent of the cash 
values involved as being about the right 
charge. Probably if enough of these out- 
fits spring up they will underbid each 
other to an extent that will give their 
customers a better break than 50 per- 
cent of their own money. The 50 percent 
charge apparently allows a nice profit, 
as the head of one of the regular fee 
counsellor ‘concerns said that if he 
wanted to specialize in such business he 
could charge 25 percent and make 
money. 

Most of these concerns operate under 








high-flown names, such as “Equity Re- 
search Bureau,” and “Policyholders As- 
sociation of America.” In the course of 
setting up shop some have Consulted the 
better known counsellors of the type 
whose business is primarily rearranging 
existing insurance, mainly industrial, to 
reduce the annual premium outlay. Some 
of these newcomers have shown a ludi- 
crous surprise at learning that there was 
any other angle to the counsellor busi- 
ness besides surrendering policies for 
cash. 

The new concerns are equally foreign 
to the type of counsellor outfit operating 
among big ordinary policyholders and 
advising them to surrender existing in- 
surance and buy renewable term. Firms 
of the type now springing up are seldom 


| interested in policies in force, concen- 


trating on the lapsed contracts almost 
exclusively. 


Lack Technical Knowledge 


Possibly this is due to a fear of 
tangling with the companies or with 
anti-twisting statutes, though mainly it 
is merely due to lack of sufficient tech- 
nical knowledge to handle anything out- 
side their chosen field. However, oc- 
casionally one of these concerns does 
get involved with policies that are ac- 
tually in force but some of their expe- 
riences have perhaps contributed to their 
steering clear of this field. 

For example, one New York City op- 
erator persuaded a Negro woman to 
cash-surrender two industrial policies 


which were in force. She-agreed to give | 


the concern half the $240 cash value. 


She endorsed the insurance company’s | 


check over to the counsellor concern, re- 
ceiving back the latter’s check for $120. 
The policyholder complained, however, 
and the insurance company stopped pay- 
ment on the $240 check. The counsellor 
was haled into magistrate’s court where 
he was tried and acquitted. 


Traded on Siegel Name 


A curious angle to this case was that 
the concern in question was apparently 
attempting to trade on the radio adver- 
tising of Morris H. Siegel, who runs 
Policyholders Advisory Council in New 
York City. The new concern employed 
a representative named Siegel who can- 
vassed among policyholders for new 
business, his approach, it is said, being, 
“I’m Mr. Siegel from the counsellor’s 
office.” Apparently many prospects be- 
lieved him to be the man they had 
listened to on local radio stations. 

There is, of course, no actual loss to 
policyholders by reason of their not 
knowing that their policies may be sur- 
rendered for cash earlier than indicated 
in the contract, since the policyholders 
receive the equivalent under the paid-up 
or extended insurance nonforfeiture pro- 
visions. In many cases the latter pro- 
visions may be more valuable to the 
policyholder than cash-surrendering the 
policy, particularly if half of the sur- 
render policy must be given as a fee for 
advice that the cash option is available. 


FEE DENIED IN NASHVILLE CASE 


NASHVILLE, TENN. — In an ef- 
fort to break up a practice of collecting 
fees for obtaining the surrender value 
of life insurance policies, Judge Dews 
denied J. L. Lackey a fee for alleged 
services in collecting the surrender value 
of a small policy. Court records showed 
Lackey has filed several hundred suits 
in local courts in recent months to col- 
lect surrender values. Evidence pre- 
sented in the case revealed that L. I. 
Lackey, a brother of the attorney, has 
been conducting the “Insurance Adjust- 
ment Bureau,” with “field men” who 
went from house to house in certain 
sections of the city inquiring about pol- 
icies with possible surrender values. 


Money Paid by Company 


Where a policy was found the owner 
was told to apply to Attorney Lackey 
at once for collection. In the case in 
which the decision was rendered the 
value of the policy was paid direct to 
the holder and the attorney had sued 
the insurance company writing it for 


Quarter Century with 
Bankers Life of lowa 




















BERT N. MILLS 


Climaxing a quarter of a century di- 


'recting the advertising and publicity ac- 


tivities of the Bankers Life of Des 
Moines, Secretary Bert N. Mills was 
showered with congratulatory messages 
from’ all parts of the country. 

He found it almost impossible to ac- 
complish any work, as letters, telegrams 
and floral tributes virtually snowed him 
under at his desk. President G. S. 


-Nollen and other company officers per- 


sonally congratulated him. Other trib- 
utes came from agents, business as- 


.sociates and friends. 


Mr. Mills joined the organization Des. 


'1, 1914, to head the advertising and, 
| publicity department. 


In 1926 he was 
named secretary. 














one-third of the sum paid. It is believed 
that to bar in court the payment of in- 
surance fees will stop this program. 





Rejuvenation, Recruiting 
and Coaching Discussed 





(CONTINUED FROM PAGE 2) 


training is a process—planned and 
methodical.” 

Greater stress should be placed upon 
“coaching on the job,” Mr. Gillette said. 
The supervisor or general agent should 
accompany the new man into the field. 
For several days the two men, coach and 
player, work side by side, sharing ex- 
periences and learning by actually doing 
the job. 


Eight Field Coaching Aims 


“Field coaching has in general eight 
purposes: To demonstrate sales methods 
and technique in the presence of the 
prospect, to get business, to observe 
the new agent in action, to correct an 
agent’s weaknesses and mistakes, to ob- 
serve the prospect’s reception of and re- 
action to our agent, to observe am 
direct prospecting activities in the sales 
interview, to build self-confidence in our 
new man, and to develop proper wor 
habits. ws 

“Much that has been said of training 
the new man applies with equal signi 
cance to rehabilitating the man in 4 
slump. By going out in the field with 
him we can usually discover his trou- 
ble. If he is a man we want to keep, 
we can help him. If not, we can elim- 
inate him.” 





Change B. C. Suicide Statute 


The British Columbia parliament has 
amended its insurance act to make life 
insurance policies valid in case of sth 
cide after three years. In this it is fo- 
lowing other provinces of Canada. 
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“CALLING THE 
LIFE UNDERWRITER” 


By Watuter CLUFF 


Author of “Now, It’s Life Insurance,” “Qualifying as a 
Life Underwriter” et al. 


a brand new self instructing 
training course, covering the 
A-B-C’s—by an expert educator 


Probably the most important thing for the life insurance 
salesman is to “get started on the right track.” When one learns 
to do the simple basic things perfectly, he has already gone a 
long way toward preparing himself to do the more difficult 
things, easily—And this is especially true in selling life insurance. 
In this important new book Mr. Cluff “calls” the young under- 
writer to a vision and understanding of what he is undertaking 
and furthermore “calls” the old-timer back to the basic principles 
essential to continuous success. 


Easy to Understand 


Walter Cluff is a genuine educator backed by many years of 
experience—first with the rate book for a long time and more 
recently as home office training instructor and author of five well 
known educational books on life insurance. He knows very 
definitely what field men want and need—and how to present 
these things in a language easy-to-understand. 


Powerfully Motivating 


Calling The Life Underwriter covers every phase of down-to- 
brass-tacks plain life insurance selling. Written in a powerfully 
motivating manner it holds attention and gets the essential ideas 
across. Questions and Answers at the end of each chapter make 
it truly a “self-instructor” of particular value to field men who 
do not have the advantage of a large and expensive library or 
similar facilities. 





What First Purchasers Say! 


“Calling the Life Underwriter, adopted 
by our company for its field force, is 
one of the best it has ever been my 
privilege to read—it strikes that happy 
medium so rarely found— practical it.” 
down-to-earth treatment of underwrit- 

ing problems coupled with inspirational, 


motivating incentive that gets results.” “Your new book ‘Calling The Life Un- 
derwriter’ is understandable, complete, 


Frank J. Knotek, C.L.U., 
General Agent. 


“Covers every phase of the selling end 
in a manner that is not merely instruc- 
tive, but interesting as well—” “—Wal- 


‘Starts a man out, right’?! 


and has great motivating pewer. It will Ganka cata tan avassttecdsoascseavies i) See ee \ 
prove very beneficial to any underwriter ae ackn be acd kcasssstnen ee ! 
who will study it.” 
Carl R. Marcussen, MM goa s tate iw he wkeeze cctv ase sadanesdidakess 

President. © SPEED Se SE ESET OES eR. .:. 

Mail to 7zNATIONAL UNDERWRITER | 

420 East Fourth Street, Cincinnati, Ohio 1 
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ter Cluff’s new book achieves all the , 
essentials without sacrificing anything , 
of value. We have had many compli- | 
mentary remarks from our agents about |! 


J. Dewitt Mills, 
Vice-President. 
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LIFE VIEWS IN THE NEWS 











M. A. LINTON HEBER J. GRANT 


All sections will be ably represented at the Life Presidents Association’s gather- 
ing in New York City next week. President Linton of the Provident Mutual represents 
the east as chairman of the meeting. A fc. west speaker will be President Grant 


“Gnawing bones” at the Home Beneficial’'s barbecue at Lake Winnepesaukah are left to right: G. G. 

















F. W. HUBBELL ARTHUR B. WOOD 


of the Beneficial Life. The midwest will have President Hubbell of the Equitable of 
Iowa as spokesman and President Wood of the Sun Life will be one of the two 
Canadian speakers. 


St. Louis will be the host city for the mid-year meeting of the National Acci- 
dent & Health Association Jan. 25-26. The convention committee is shown here. 
Above, front row, left to right: W. C. Connett, attorney, committee on cooperation 
with chamber of commerce and attorneys; W. W. Cole, General American Life, pro- 
gram; George L. Dyer, Jr., Columbian National Life, chairman executive committee 
and third vice-president National association; Leigh Turner, Ocean Accident, hotel 
reservations; Frank Myers, Aetna Casualty, reception and hospitality. 

Upper row, from left: Frank Vesser, Reliance Life, publicity and press; McMillan 
Lewis, W. H. Markham & Co., special guests; William Weld, Charles L. Crane 
Agency Co., executive committee; Sidney Altman, Metropolitan Life, registration: 
Fred H. Rein, manager St. Louis convention and publicity bureau; Ogden Brown, 
publisher, Western Insurance Review: J. Russell Peacher, United States Fidelity & 
Guaranty, exhibits. 


J. M. McCORMACK 


Interest was manifested at the National 
Association of Insurance Commissioners’ 
mid-year meeting at Edgewater Park, 
Miss., by the argument in favor of life 
companies assigning real estate apprais- 
als to independent realtors instead of to 
loan correspondents or home office rep- 
resentatives that was presented by Com- 
missioner McCormack of Tennessee. 


Googler, Nashville manager: J. H. Ellis, Knoxville assistant manager, and C. M. Bartholomew, Chatta- 


nooga manager. 





